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Black and Brown to Lead for Fall 


More Closed Up Patterns and Lower Heels Advocated 


for volume selling in women’s 

shoes, but other materials, 
principally in the reddy brown 
shades will have more than a mere 
look-in on the fashion game in 
women’s footwear for this fall and 
winter. This is the verdict of many 
of the country’s leading shoe styl- 
ists, based not only upon a study of 
the general fashion trend, but upon 
the advance orders placed by lead- 
ing retail merchants so far. The 
trend toward more closed up pat- 
terns, broader straps and lower 
heels is evident in all markets. 
Reptiles are very much alive, par- 
ticularly the genuine lizards and 
snakes, although their use, except 
for trimming, is confined to the 
high-priced lines. Patterns and 
trimmings trend toward greater 
simplicity, which means that shoes 
will have to be well 
made to get into the 
fashion class. 

Darker tans and blacks 
are expected to be the 
big sellers in men’s 
shoes. In the higher 
grades, particularly, the 
dark mellow tans, in both 
grain and smooth -fin- 
ished leathers are ex- 
pected to lead. Conser- 
vative toes are picked by 
the majority. Wing tips 
are coming back. 

Howard V. Stephens, 
president of the John- 


Prrr'vor leather is the best bet 


believe that we are going to see a 
very large run this fall on genuine 
alligator, lizard and snakeskins— 
in fact, we are doing a large busi- 
ness on these leathers at this par- 
ticular time, and I am sure that as 
the season progresses, this business 
will materially increase. 

“Patent leather will continue to 
sell freely; satin will be better 
than it has been in the past; and 
I also look for brown kid and tan 
calf to be very popular—the heav- 
ier leathers selling for street wear, 
and the lighter leathers for after- 
noon and more dressy occasions. In 
evening slippers, gold and silver 
kid in pumps and straps, and some 
of the newer brocades, will carry 
the bulk of the business. 

“We look for straps and pumps 
to sell well; but believe that ox- 


fords and tie effects will be un- 


usually strong.” 
* * * 

Hugh M. Crull, merchandising 
style manager, Central Shoe Com- 
pany, St. Louis, Mo.—“In patterns, 
straps will lead, riding fairly high, 
with narrow collar effect and cut- | 
out, and with heels ranging from 
17/8 to 19/8. Wider straps will pre- 
dominate in box heel effects run- 
ning from 11/8 to 14/8. I place ox- 
fords second in patterns. Both open 
throat with the cut-out quarter and 
the closed throat with panel quar- 
ter should be good. Open throat 
oxfords will be best in high spike 
heel types. Step-in types with 
buckle ornamentations should sell 
freely and will be third in demand. 
I believe patent leather will form 
the bulk of our demand, with 
Stroller Tan calf second and kid 
third. Satins should show 
improvement by Sept. 1.” 

* * * 

J. W. Connors, style 
manager, Hamilton 
Brown Shoe Co., St. 
Louis, Mo. — “Closed 
fronts, side and center 
gores, we believe, will be 
outstanding, together 
with reasonably well 
closed up ties, with as 
many as seven eyelets. 
In materials, all over 
brown reptiles, with a 
few trimmed in harmoni- 
ous shades of the same 





son-Stephens & Shinkle 
Shoe Co., St. Louis:—‘“I 


The longest style flight—a_ three-month, 


Summer into Fall 


non-stop jump from 


material look very good 
at this time. Patent 



















leather will, of course, be big, and 
if trimming is used it will be black 
reptile of some pattern. Only a 
sprinkling of brown kid will be ob- 
served in our new line. In box 
types heels will run 14/8 and 18/8 
and in the higher levels. 
* * * 

Harry Ostermeier, women’s style 
manager, Brown Shoe Company, St. 
Louis, Mo.—‘‘Patent leather, in our 
judgment, will surpass all other ma- 
terials. Patent trimmed in reptile 
prints will be good. The trimming 
should be light, with preference for 
quarter ornamentation. Stroller 
tan, in oxford tie effects, will be 
popular. We will have only a few 
models of brown kid shoes in our 
line. All over reptiles in brown 
shades will have some demand, but 
we believe it will be slight. In 
welt types, gun-metal oxfords 
should be good, tan running second 
with a heavy demand. In patterns, 
straps will be first, and high throat 
oxfords in open effects, second. A 
tendency toward narrower toes is 
very pronounced.” 

* * * 

Raymond L. McNamara, stylist 
for the Wright-Gorevitz & McNa- 
mara Co., Haverhill.—‘“The ten- 
dency is notably to narrower toes 
and lower heels. A big reaction is 
being witnessed from the high 
Louis heels, and the new types are 
down to 17/8. Black satin is com- 
ing along strong as is patent. Kid 
in the gold and brown shades is al- 
ready selling well, with some brown 
suédes. Mention is made of seven 
and eight-eyelet oxfords, but I re- 
gard the oxford types as too heavy 
for early fall. They will come into 
later season demand for August 
and September delivery. Pumps, 
gores and buckled types are now 
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moving. Some 
water snakes 
in the brown 
shade are being made, but the trade 
is cautious on these types, classify- 
ing them among the extreme high- 
priced offerings.” F 
* * & 

Charles Harding of the Harding 
Shoe Co., Haverhill: “I foresee a de- 
cided movement toward conserva- 
tive styles in women’s footwear, 
notably in turn manufacture. Plain- 
er and better-made shoes are com- 
ing, with accent on better shoe- 
making. There is a_ tendency 
toward narrower toes in the con- 
servative types while the extreme 
numbers will continue to feature 
wider toe. I believe black will pre- 
dominate during the new season 
with the use of some suéde in me- 
dium and dark brown. Blacks show 
satin and patent strong, with a new 
feature that has not been noted for 
several seasons in a call for black 
kid. Some mention is being made 
of reptile trims, but the trade does 
not appear yet to have developed a 
marked taste for reptilians.” 

* * * 

Lawrence J. Ewing of the Ewing 
Pattern Co., Haverhill: “I see a 
trend toward oxford types with 
striking effects in seven-eyelet pat* 
terns. The majority will carry cut- 
outs, the closed-up types being 
largely confined to the walking 
types. Wide straps on the Cuban 
heel numbers are being sampled 
big. The new broad straps are be- 
ing played up strongly for the 
school and college trade. The light, 
dainty, one-straps will continue 
rightfully to hold strong. There is 
also a marked revival of gore shoes. 
The fall season always brings added 
demand for Cuban heels, but the 


are made. 








E made the wires hum accumulating this 

red hot style information for our readers, 
Hot shots from the centers where new styles 
The concentrated brains of the 
industry, upon a most important topic 









high heels will 

not be excluded 

entirely.” 
* * * 

John G. Hol- 
ters, United 
States Shoe Co., Cincinnati: “Our 
opinion of fall styles leans to no 
change in lasts. Patterns will be 
mainly of the oxford types, with 
straps second and pumps third. 
Patent leather will lead in mate- 
rials. Black kid with blending gun- 
metal combinations will be second 
and brown kid third.” 

* * * 

Frank X. O’Brien, Krippendorf- 
Dittman Co., Cincinnati: “Browns, 
in the medium mellow and real 
brownish tones look good for fall. 
Reptile leathers also may be ex- 
pected to have a call, and so will 
patent leather. Personally, I have 
little confidence in suéde as a vol- 
ume seller. Patterns will run to 
smart center buckle effects on 
straps, to Colonial types, center 
gores and fancy oxfords. The best 
seller, to my mind, will be a smart 
one-strap tie effect with a unique 
buckle. More buckles on strapped 
shoes than ever before appear to be 
coming into vogue.” 

* * * 

Stanley Duttenhofer Shoe (»., 
Cincinnati: “We are featuring ‘or 
fall, the brown shades, putting p:r- 
ticular stress on maroon. Leathers 
with a pinkish cast, we feel, «re 
about through, with the exception 
of alligator and reptiles. All fancy 
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trims are eliminated. Two-tone 
shoes are expected to go good. 
Patent leather will hold its own. 
All our salesmen have picked 17/8 
Louis and 14/8 Cuban heels as the 
most in demand.” 

* * * 

David Levine, Unity Shoe Manu- 
facturing Co., Brooklyn, N. Y.: 
“Patents to lead, then suédes. Col- 
ors, largely blacks and browns, 
some genuine reptiles, with the 


darker shades of kid and Russian 
calf are to be used. Patterns will 
be mainly oxfords, 
pumps.” 


step-ins and 


* * * 


John Pinkerton, stylist, George 
W. Baker Shoe Company, Brooklyn, 
N. Y.: “Patents are to lead in ma- 
terials, then brown and_ black 
suedes, followed by genuine and 
simulated reptiles and brown kids. 
Patterns mainly oxfords and 
straps. Most of the buyers are 
calling for more conservative styles 
and colors.” 

* * 

John Cramer & Sons, Inc., Brook- 
lyn, N. Y.: “Patents and black sa- 
tin to lead in materials, followed by 
all reptiles, then suédes and brown 
kid. Piping trims are good. High- 
cut oxfords will be popular in pa- 

tents, black and 
brown and suéde 
and brown kid.” 


Julius Grossman, Inc., Brooklyn, 
N. Y.: “We figure patents to lead, 
followed by black suéde, brown kid 
and the reptiles. Heels to be gener- 
ally lower.” 

* * * 

The Julian & Kokenge Company, 
Cincinnati: “We believe patent 
leather will continue to be featured. 
Dark brown kid trimmed with va- 
rious blending reptile effects will 
prove to be one of the leading sell- 
ers. Satin somewhat stronger. 
There is a strong trend toward nar- 
row toe lasts with heels from 13/8 
to 15/8 in height. Not so many ex- 
tremely high heel McKays being 
sold. The demand for quality foot- 
wear is very strong and it is our 
firm belief that there is a growing 


tendency toward better merchan- 
dise. The public is sick of junk.” 


*+ + 


J. & T. Cousins, Brooklyn, N. Y.: 
“We find genuine reptiles predomi- 
nating, with patent coming next and 
then black and brown kid and some 
calf. Patterns are running main- 
ly to straps, oxfords and step-ins.” 


* * * 


Buford H. Jones, vice-president 
and sales manager, Thomson-Crook- 
er Shoe Co., Boston: “I think that 
I may safely say that brown shades 
of kid and suéde leathers will be 
good, with all black in patent leath- 
er, and patent leather trimmed with 
snakeskin. I do not think the two- 
color effects will be as strong for 
fall as they were this spring. I be- 
lieve that step-in pumps with orna- 
mental buckles will be popular sell- 
ers. I believe that straps will be a 
little wider and that heels will be 
as high as 21/8, built on the old, 
graceful Louis heel lines, rather 
than the Spanish Louis type. 
Nothing much lower than 13/8 heels 
will be in strong demand. Oxfords 
will be made in fancy effects. Sa- 
tin looks all right for a continued 
run for evening wear, but not for 
street. All fall shoes are being 
built on higher lines.” 

* * * 

B. U. Shriner, president, French, 

Shriner & Urner, Boston: “In men’s 
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shoes I believe that the fall will 
see an increasing demand for the 
regular medium toe last—on black 
to the extent of about 60 per cent, 
and in tan, on a shade a little darker 
than the medium shade, 40 per cent. 
There is a danger of getting the 
tan shade too dark. It must be a 
little darker to be different, but it 
must be light enough to make the 
necessary contrast between the 
black and the tan. Therefore, re- 
tail shoe merchants in ordering 
shoes for extra pair sales for fall 
should see to it that the shade of 
tan, while decidedly new and dark- 
er, yet will not be so dark as to 
make it uninteresting to the young 
man. A safe rule as a coler guide 
in men’s shoes is “specify a me- 
dium brown on 40 per cent of your 
orders. Be sure that the brown is 
on the medium shade and not the 
dark brown, otherwise it will be 
very difficult to keep up sales. In 
regard to heel heights, we have 
never believed in a heel any higher 
than one inch for a man’s shoe, and 
probably will not feature at any 
time any higher heel. As to pat- 
terns, the wing tip should sell well, 
but the biggest seller will be the 
medium toe shoe with plain tip. In 
buying a stock of men’s shoes, one- 
tenth of the orders may with safety 
be placed on the wing tip; nine- 
tenths on the plain tip pattern.” 
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Brooklyn Shoe Show 
Long Step in Advance 
in Style and Color 


By Eugene Franklin Peirce 


Our Color Authority 


URING Monday, Tuesday and 

Wednesday, May 23-4-5, the 

Hotel Commodore was the 
scene of a style exhibit sponsored 
by the Manufacturers’ Board of 
Trade of New Yorky representing 
the shoe industry of Brooklyn and 
of Long Island. 

Buyers from all the leading cities 
of the country were present; every 
seat in the grand ballroom, where the 
exhibit was held, was occupied, and 
at high tide as many as 250 buyers 
stood throughout the most instructive 
shoe show ever attempted in the his- 
tory of the industry. Mannequins 
wearing the model shoes paraded on 
the runway during the morning, 
afternoon and evening sessions. 

Touching the high lights of the ex- 
position, it was clear that the model 
shoes presented on the runway were 
a long step in advance of any former 


Dark blue has its place as 

a Fall costume color,and the 

black patent leather step-ins 
are in perfect harmony 


efforts, since the footwear closely re- 
sembled custom work. 

Outstanding, too, was the presence 
of beauty in simplicity. As if by 
common consent, every exhibitor 
aimed high, since there was an ab- 
sence of the commonplace, and al- 
ways present a true interpretation 
of artistic proportions and simplicity 
of treatment. 

A classified arrangement of styles 
was arranged by a skillful manage- 
ment. Monday afternoon was appor- 
tioned to sports and to semi-sports 
wear. Stroller Tan was the outstand- 


ing color, although reddish tans, bap- 

tized “Tony Cedar” and “Parkway,” 

were high novelty colors. 
Combinations of white with black 


and tan were noted. The hosiery 
worn was beige with a reddish cast. 
thus presenting ‘perfect color har- 
mony in shoe and in hosiery colors. 

Similarly on Monday evening there 
were exhibited afternoon and semi- 
formal footwear. At that hour ap- 
peared the first clear example of 
beauty in simplicity in footwear, 
since fancy trims and cut-outs were 
absent positively, but in their places 
were examples of customized shoes. 


T a subsequent exhibition shoes 
for afternoon were presented. 
During this review semi-oxfords 
were noted, and justly so, since every 
woman of good taste knows the ap- 
propriateness of semi-oxfords for 
wear, especially with ensemble cos- 
tumes. 

In perfect keeping with the artistic 
touch given to shoes came the equally 
thoughtful evasion of crude colors 
and the selection of soft tones. Ap- 
parently tanners have a quick mental 
grasp of the present demands of 
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A symphony in 

black and white. 

The dull finish of 

the black skirt and 

coat is repeated in 

the black suede of 
the shoes 


fashion for warm tones applied to 
leathers other than for sports wear. 

Hence it was seen from a long 
search that Stroller Tan was one fa- 
vorite for free selling, while Andorra, 
a dark sable brown, was the second 
choice of two outstanding colors for 
the fall purchaser. Third choice, 
however, was apportioned to sau- 
terne since it tones in with the warm 
tans that are indicated for general 
adoption in coatings, dress goods, 
silks and even laces for the oncoming 
fall season. 


HE high novelty browns shown 
by tanners were of the reddish 
variety which could be better ex- 
pressed by briarwood. Warning is 
here given that a reddish cast to 
browns is preferable to a pure red- 
dish brown, since a strong reddish 
brown is to risky for leathers. 
The appearance of a Titian blond 
on the runway started a ripple of ap- 


Water snake « 
skin center 
effectively set 
this printed crépé 
dress for 
young miss 
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plause, which was intensified when 
the audience caught a full view of her 
costume. It was of Yale blue lace. 
The blouse was in a light gold and the 
hosiery and satin pumps were in a 
matching shade. This combination 
will be one of the highlights when 
the winter balls start rolling. 


HE leathers were kids, suédes 

and reptilians in great variety, 
together with patent leathers which 
shone with renewed luster. 

Not infrequently soft, light-weight 
reptilians were chosen for combina- 
tion purposes with black patent 
leather. 


Beige in a soft warm 
tone is decidedly smart, 
and still smarter are 
the beige lizard pumps 
in matching shades 


The walls of many salesrooms were 
decorated with adaptations from the 
world of reptiles of which water 
snake, python and lizard are out- 
standing examples. 

Apparently manufacturers of shoes 
had snakes everywhere “except in 
their boots.” 

Dresses of black lace, tulle and 
chiffon were featured, since they are 
high style. With them were worn 
black hosiery or a dark color known 
as “dust,” both of which are estab- 
lished with the exclusive. 

Shades of tan, however, over- 
shadowed all contestants, and the 
same is true of colors everywhere. 

Colors for evening were softer 
than one year ago when vivid greens 


and reds held sway. These have 
been displaced by pinks, whites, yel- 
low golds and blues, principally. 

Summed up in a phrase, or per- 
haps a sentence, the entire style 
movement, color, design, weave, 
weight of fabric or leather, and the 
silhouette is toward refined simplic- 
ity. 

Representatives of wool and of 
worsted mills who have risen into 
prominence as stylists were present 
as observers, and on invitation ex- 
pressed their opinion concerning the 
indicated style movement in colors 
for the coming Fall and Winter sea- 
sons. 

Shades of browns were highly re- 
garded. Special reference was made 
to the adoption of Chestnut brown 
by Jean Patou, one of the most 
noted dressmakers of the French 
capital. The dyeing formula of 
Chestnut brown is basically 85 per 
cent black and 15 per cent red, or 
just enough red to lift the color out 
of the black. 

Nevertheless, warmer shades of 
soft browns and in somewhat lighter 
tones were endorsed, but emphasis 
was laid on the belief that strong 
shades of red or mahogany browns 
have passed out of the picture in 
dress goods and in coatings, since 
soft warm tones look more promis- 
ing. Browns of a reddish cast were, 
however, endorsed as novelties. 


ARIOUS shades of tan were 

mentioned as certain to reach a 
high level of success, and this state- 
ment applies to coatings in variety, 
to suitings and to dress goods as 
well. 

As showing the strong undercur- 
rent toward soft colors, it was re- 
marked by dyers of hosiery that tans 
were gaining ground as a staple, 
and the prediction was made that 
tans in variety would carry through 
the coming Fall season and probably 
enter the winter months as favor- 
ites. 

Inasmuch as pure colors or nearly 
so have ousted broken colors from 
first place, blues were enthusiasti- 
cally endorsed by all cloth buyers 
present, with the result that a long 
range of soft blues up to seventeen 
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The warm tone of 
brown embroidery 
on this handsome 
coat finds its coun- 
terpart in the 
fancy oxford of 
brown kid 


series were predicted as certain to 
win out in si'‘ks, velvets, coatings, 
wool and worsted dress goods, etc. 

The long vogue of greens has so 
impressed producers of silks and of 
woolens that they are given approval 
for Fall and Winter. Dark myrtle 
or blue greens are the choice for 
coats, whi'e Chinese jades are pve- 
ferred by dyers of novelties in siiks, 
velvets and metal fancies, according 
to buyers and stylers. 


HOUGH displaced to some ex-' 
tent by the present acclaim for 
blues, reds were endorsed by color- 


ists present at the show, especially in 
dark shades allied to Burgundy wine 


tones. Etruscan reds drawn from 


Italian sources are mentioned as a 
novelty, although they are so dark 
that they resemble Burgundies. 


A fine example of 
the new plaid de- 
sign that is being 
used in two-piece 
costumes. With it, 
in perfect har- 
mony, is the ox- 
ford of genuine 
python and patent 
leather 
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Getting More Shoes Sold Right 


Throwing a Season Away 


HAT a peculiar situation for an industry to 

be in; mentally at a standstill, wondering 
what to sell at a profit for the mid-summer. Once 
there was a time when a shoe man definitely knew 
that he would sell, not one pair of whites, but two, 
three and four pair of whites to a woman during 
the summer season. 
touch of color, or different in pattern or height of 
heel. 

What are the women of America going to do 
when the red hot sun of July and August hits their 
fashionable feet? If they are shod in black they 
are going to be intensely uncomfortable, because 
black sucks in the heat by the very nature of the 
color itself, absorbing the light’s rays. Just be- 
cause whites have had a black eye in one or two 
great geographical regions, or in one or two sea- 
sons, the thought is “I’m off of whites forever.” 
What an error of judgment! 

Just as sure as the sun will shine, the American 
public will be calling for summer type shoes in 
whites and light colors, and there will be many a 
store that won’t have them to sell. Perhaps the 
woman doesn’t want the safe all-over white. She 
wants it trimmed with colors in vivid pipings, but 
there is a place for some summer shoes in July and 
August selling. 

Without any real favorable weather that would 
make a woman want the light colors, pastel parch- 
ments and the soft shades of tan and gray, it would 
seem a calamity for the shoe trade to sacrifice this 


They were whites with a. 
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good merchandise before the public actually cries 
for it. Many of the bigger stores are nervous on 
shoes of these airy, light types. If they go ahead 
and cut-price sell them before the opening gun of 
the selling season on this merchandise, they are go- 
ing to find out that the smaller stores here and 
there that have confidence in their own selections 
for June, July and August selling are going to be 
able to serve the customers with the right shoe, at 
the right time, at the right profit. 

A little group of merchants, nationally known, 
headed by Harry C. McLaughlin, former chairman 
of the National Shoe Styles Committees, very em- 
phatically said last week: “There are six weeks 
ahead for the selling at full value colored pastels 
and grays in light, airy footwear, and the shoe 
trade should hold tight to these excellent selections 
of colors. Nothing will take the place of colored 
kids in this six weeks’ period.” The situation in 
these beautiful types of summerish footwear is 
brightening with every day’s sunshine. Every 
store in the country has light colored shoes to sell, 
and the trade’s great opportunity is to hold to the 
salability of these numbers at a profit. 

One merchant owning 2000 pairs of these light 
colored shoes has put in a woman of good color 
taste to serve as a fashionable footwear advisor. 
She harmonizes shoes, hosiery and costumes to 
Miss America’s taste. Every customer who has 
been served by this color counselor has felt a de- 
light in the exclusiveness of her colored footwear. 

When so many women have turned to blacks, the 
woman who can wear well-matched colored foot- 
wear is achieving a fashion distinction, and she is 
willing to pay the price. Before the fall footwear 
comes into the store there is an immense amount 
of intelligent merchandising still to be done in the 
light, airy summerish footwear of June, July and 
August. 


Grading Down 


ERE are a few things to think over if you 
have been contemplating any grading down in 
your shoe stocks. 

In reducing retail prices a store does not reduce 
its overhead. The rent remains the same. It costs 
just as much to light and heat. Clerk hire remains 
the same. It requires just as much time to buy a 
cheap shoe as it takes to buy a better one. Freight 
on the lower grades is the same as on the higher. 
So is express or parcels post. Cheaper shoes take 
up just as much shelf room. They cost just as 
much to sell in the way of window display and ad- 
vertising, and salesmen require as much time to 
sell a shoe at reduced price as if it were a ‘op 
notcher. Financing is the same problem. Credits 
and collections are alike for any grade of shoes. 

Do you see where it may be a serious matter ‘0 
step into cheaper grades where volume only may 
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be your salvation? No small store can afford to 
abandon a fixed policy of selling good shoes and 
deliberately cut the ground from under its feet. 
Only the very large operator can afford to deal in 
lower grades because he has the strength and the 
room in which to handle tremendous volume. 

The small dealer had better stick to the grades 
that have made his living for him. 


Making Gains or Making 
Money ? 


RE you making money or gains? There seems 
to be a sort of obsession in business today 
that a store must “beat last year,” or “show a gain 
over last month.” That is a most laudable ambi- 
tion and the store that increases its business in a 
steady and profitable fashion is to be congratu- 
lated. However, there is a danger that in the 
strenuous attempts to show gains the main idea 
may be lost in the shuffle. A store is primarily in 
business to make money. 

Jesse Rainsford Sprague, in The Saturday Even- 
ing Post, tells of concerns in the importing busi- 
ness that made less than $2,000 on a total busi- 
ness of $1,000,000. Another concern, a manufac- 
turer, did a business of $3,000,000 with a net 
profit of $961. He says further: “Many bank- 
ers have expressed the 
opinion that the princi- 
pal menace to the con- 
tinuance of our present 
prosperity is the ten- 
dency to work for vol- 
ume rather than legiti- 
mate profit.” 

The observer hears 
every day in some shoe 
store the statement 
that such and such a 
gain has been made 
over a certain period 
preceding. That is fine 
if a profit was made 
along with the gain. 

The RECORDER offers 
this word of warning to 
the trade: In the strain 
for gains and large in- 
creases in pairage and 
sales should profits be 
ignored? Ask yourself 
this every time you look 
with pride upon your 
record of gains: “Did 
I make the money 
I should have made?” 








come visitor here. 








Its contents are always of special value and in- 
terest to any live shoe merchant. 
We consider the RECORDER indispensable and 
would feel lost without it. 
Yours truly, 
(signed) GEO. WAREING, Mgr. 


* * * 


There are two, products of the printing press that 
are indispensable to every business man—his 
newspaper and his business paper. 

The Recorper is the “straight line” between all 
sources of shoe information and the shoe merchant. 

Mr. Wareing appreciates the great reservoir of 
reliable shoe news that comes to him each week 
through REcoRDER service. 


Fert & Ti 
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Cut It Out! 


TOP paying bills with shoes—it can’t be done, 
and we say it in all friendliness for it will re- 
coil on you, your store and your future trade. 
Some manufacturers are complaining bitterly of 
new refinements in the practice of returning shoes. 
For instance, a buyer takes a regular run of sizes, 
sells off the middle sizes, which go easily, and then 
returns the outsizes, which always sell slowly, to 
the manufacturer. Or a buyer orders 100 pairs of 
a novelty style, sells 90 pairs and returns the re- 
mainting ten pairs to the factory, so as to save 
himself the loss of selling them at a bargain. 
Usually, the buyer deducts the value of the re- 
turned shoes from the check which he sends to 
the manufacturer for shoes as made and delivered 
on order. 
* * * 


A big store, with a desire to know what the col- 
lege men and high school boys were thinking about 
shoes, invited criticisms and suggestions from the 
youngsters of the city. A surprising lot of infor- 
mation was acquired. The big store is going to 
adopt some of the ideas gained from this inquiry. 
There’s an idea for shoe stores with a failing men’s 
trade. Find out what the young fellows are say- 


ing and thinking about shoes and then get right 


in line with the trend. 





| “Xe ‘— «#4 
The ‘Reason Why 


ZION’S COOPERATIVE MERCANTILE 
INSTITUTION 


SALT LAKE CITY, UTAH 


The Boot anp SHOE RECORDER is always a wel- 


Witnessed in a shoe 
store recently. The 
salesman took off a pair 
of size 8, D width, and 
fitted a little girl with 
an 11 AA. The poor 
little feet were dis- 
torted, bunions form- 
ing, corns fully devel- 
oped and ingrown nails 
that tortured her. The 
short, wide shoes she 
had been wearing had 
almost wrecked her 
feet. Her mother was 
difficult to handle, as 
she insisted that the new 
shoes were entirely too 
long. Only after some 
time spent in explain- 
ing and the ultimatum 
that he would not be a 
party to further misfit- 
ting was it possible for 
this real shoe man to do 
a good job. 


Retail Shoe Dept. 


President, 
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Following ‘Through With Nature 


With the Emphasis on Fall, Look for 


- Foliage Colors to Prevail 


AT shades have been selected for style 
promotion in the textile and millinery 
world for the fall 1927 season? 

Margaret Hayden Rorke, managing director of 
The Textile Color Card Association, commenting 
on the eight shades on the fall color card issued 
by this association, said: 

“Leaves—the glory of autumn! The crimson 
and flaming maple—the amber glow of the oak— 
copperleaf and tawny birch—symbols of prismatic 
beauty when old Mother Nature gets out her brush 
and paint pot and splashes her landscapes with 
autumnal hues. Thus has fashion turned to the 
master of color for her fall inspirations. 

“Burnished copper-tinted browns, yellow toned 
tans, frost-tinged greens, deep, glowing mellowed 
reds—these will form the color theme for 1927 
fall. 

“The Textile Color Card Association has inter- 
preted all the lovely autumn foliage tints in its 
1927 fall colors. .Another feature of the card is 
a collection of delightful evening shades called 
‘Opera Tints.’ The Association has brought to- 
gether all the great ‘style industries’ in order that 


color harmony may be maintained throughout the 


entire ensemble.” 
Burnished copper tints and dark mahogany tones 


are prominent in the 1927 fall season color card 
issuec by The Textile Color Card Association. 
The card contains eight colors. Twelve 
beautifully harmonizing shades grouped 
together as “Autumn Leaves” include 

the gorgeous reds, browns and 

yellows of an October land- 

scape. Under “Opera Tints” 

are assembled twelve 

evening shades— 

light pink, laven- 

der, blue, green 


Watch for 


the gorgeous 


and yellow—the delicate hues of tourmalines, ame- 
thysts and other precious stones. The remaining 
fifty-six colors are arranged in two, three and four- 
toned shadings, adapted to the composé effects 
now in vogue. These include ranges of green, 
crimson, vermilion, blue and purple. 

Vineyard, Oporto and Port Wine, real claret 
shades on the fall card are a trifle brighter than 
the Spanish Raisin and Old Burgundy so popular 
last autumn. 

Red Banana and Pompeii are deep terra cotta 
tints with scarlet undertones. Brigand, Pirate and 
Buccaneer are gay vermillion tones, reminiscent of 
the pure reds of a Velasquez or Franz Hals. 

Cherokee and Chinook are new rich copper 
shades. Another copper tint called Tarragona is 
like the popular “gorge de pigeon” recently fea- 
tured by Parisian designers. 

Yellow beige, a straw shade, is added to the list 
of modish beige tones, several of which are re- 
peated on the fall 1927 card. Silver grays, such as 
Gull and Crane, also reappear on the card. 


ARIOUS ranges of blue include Venezia and 
Napoli, deep turquoise shades and bright 
indigos called Directoire and Napoleon. 

Among the fashionable evening colors are Ibis 
Pink, a pale tea rose featured by Patou, Liqueur 
green—a light yellow green, and Opera Mauve, 
an orchid tint of rosy cast. 

Copperleaf, a burnt sienna tint, 

Autumn Glory, a reddish orange, 
Amberglow, an old gold—just the 
color of a yellow oak leaf, 
Flaming Maple, a_ vivid 

scarlet and Laurel Oak, 

a rich brown, are 

among “Autumn 

Leaves.” 


reds, 


browns and yellows of the October 
landscape. 
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HE flapper has flapped her last flap 

sweet femininity returns to favor. 
Woman has had her hoyden mood and 
tames down. She expresses it always in 
her dress which is the outward symbol of 
her inner thoughts. The victory of good 
taste comes after a rebellion against jazz 
in dress and footwear, against the freak 
patterns, wild color combinations and un- 
restrained designing. 

Out of this bewilderment of styles 

comes one clear call for good taste in 
beautiful ladylike footwear. 


High riding pump effects have a definite | 
for Fall. The petaled throat over And 
hrown calfskin in the closed-up pump, al 
is new. In the smart satin tailored tie (bel 
the vamp scallops piped in gold 


Pumps are fitting into the scheme of dress 
for Fall. Why should a pump be invariably 
plain? Look at the new effect ina gray pump 
for Fall, with suéde inlays at instep. The 
pump below is one of the smartest for Fail, 
being of black lizard over patent leather 


IVhere costumes are more simple in lin 
design, there is a place for a pump wi 
wnament at the throat. This snake co 
»pera pump takes a snake inlay buckle. A 
nterest is being developed in rhinestone, 

steel and fancy buckles with pumps 


HE trade has been making ginger- Ed 


bread so long that it may have lost its 


cunning in making simpler numbers. It 
is for that reason that many a merchant is 
trying to reestablish friendships with 
houses which have consistently shown an 
ability to produce “in good taste.” The 
search is for those sound business organi- 
zations which have real designing ability 
—and can express it in lines of shoes and 
not merely in isolated “hot” numbers. 


[36] 
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fash tons as 


ISTINCTIVELY 


wear for the fall and winter season 











different foot- 





must be selected by the retail shoe mer- 





chant who wants to encourage more pair- 





age. In the lower heeled types of foot- 





wear there is a place for leather in weights 





slightly heavier than those used during the 





spring and summer. Calfskin has more 






possibilities ; kidskin will continue as al- 






ways in demand in high style footwear, 






and the socalled comfort types. 





Lesign must be smarter and the low lace ties 
e subject to a new tailored treatment. Thi 
wo eyelet tie, above, gives a fancy treatment 

a dark beige kid shoe with suéde insets. 
Lhe cocaa brown three eyelet tie in suede has 

trimming of a dark reddish brown, high 
luster calfskin 


































The 


forepart 


of 


the 


shoe 


cones 


into 


New 








Patent leather we have with us always, and it 
is almost a 50 per cent of the total seller. Here 
is a harness buckle one-strap cut low so that 
it comes almost across the waist of the foot, 
with stream-line perforation. 
thing satisfying in patent leather in all grades 
of shoes 


is some 


prominence. A Stroller Tan strap pattern, 


above, with its fancy 
fastener indicates how 


be well blended. The 


brass ring and snap 
two shades of tan can 


gunmetal calf Colonial 


effect (below) has a harness buckle crossing 


edly be used more 


several seasons past. 


UEDE finished leathers will undoubt- 


the high tongue. Look for more Colonials 











extensively than for 
It comes logically 


as an autumn number in the black, and 


particularly in the 


deeper shades of 


brown. The trade is considering  seri- 


ously the proposition of selling lower 


heights of heels, but 


neat and light in weight. 
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they must be trim, 
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YY CYutumn Foot 


N the selections for a fall and winter 

season, it is well at the very outset to 
caution the trade against making shoes too 
sombre. Black can be over-played, just 
as it was under-played in spring. There 
is a real place for the smart and lively 
beige colors, the sand tones, and some 
gray. The snake and reptile trimmings 
do help to lighten up what would other- 
wise be sluggish color effects. The lighter 
shades of brown toning into Stroller Tan 
for the earlier fall season for the darker 
shades are bound to increase in salability 
as the season progresses. 

































Straps must have a purpose, and must bi et 
with the pattern. In the sand-colored fri th 
strap (above) a new effect in turning the t fy 


through a loop is smart simplicity itself. 7 





front strap deserves a continuing place. Ti) di 
one strap below fills in the shank with sna st 
skin, giving three tones of light brown y 


The D’Orsay pattern is so universally attrac- 
tive that it is now being combined with a strap 
as shown above. A _ partially closed-in shank 
having a flying strap that meets the button 
fastened one-strap is revealed in the very smart 
number in black satin, shown below 














Fa 
With more simplified shoes, look for stitcl evil 
as ornamentation. This smart one-strap % ny 
center buckle, shown below, has parallel row: fro 
of varied colored stitchings, almost rainbox 
effect, bordering the high luster leathe 
—————ond 
IVERSITY of material is well illus- 
trated on this page, and in this sec- | 


tion. By the use of a variety of smart 
materials, a merchant can pick a good pat- 
tern, and play it in several colors, which 
strengthens his sizes on each good num- 
ber. Interpret the fall shoes by a study 
of simplicity of treatment, plus artistic 
proportion. 
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To get new effects in oxfords is the desire of 
To get the grip of leather over 
the watst of the foot, there is no shoe like the 
w five eyelet oxford, and we illustrate 
(above) a sauterne kid oxford with an An- 
dorra fine printed leather trimming. The two- 
trimmings over 
Tan, illustrated (below), is the last 
word in smartness 










car Chashtons ™ 


OOTWEAR of oxford height, which 

includes oxfords, eyelet ties, front 
gore effect, with ornamental buckles, and 
side gore effects with novelty front de- 
signs, give to the fall season a pretty clear- 
cut style program for any merchant to 
base his buying platform. This one 
thing is positive, the merchant must know 
the reason why a certain type of shoe 
should be worn with a certain kind of 
clothing. Smart tailored footwear influ- 
ences distinctive pattern. The trade also 
cannot go wrong in blending the brown 
colors of fall. 





The wide range of oxford types are illustrated 

above and below. You will notice that the rib- 

bon tie front in the tabbed slipper, above, shows 

high style possibilities, while the alligator im- 

printed leather with its Scotch tongue and belt 

buckle fastening shows the newest note in Fall 
sport footwear 

































Fancy and open front oxford effects are in- 

evitable, and here we illustrate a patent leather 

number with a four eyelet, narrow braid lace 

front. There are many distinctive shoes possi- 
ble in variations of this design 


















HE snakeskin influence is increasing. 

It shows itself in trimmings on hats, 
coats and bags, and there is a real place 
for genuine snake, lizard and alligator, as 
well as a wide variety of the fancy im- 
print leathers which combine the arts of 
the tanner and the embosser. The alliga- 
tors and heavier grains go in the low 
heeled and sport numbers, while the lizard 
and finer grains should be confined to af- 
ternoon and semi-dress wear. 


[39] 
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YY CYutumn CSFook 


LACKS first, then darker sale of men’s high shoes can be in- 
shades of tan and some creased over last year in many lo- 
browns for men’s footwear calities. This development, of 
this coming fall. That, and the course, will come late in the full, 
strong trend toward the custom toe when frosts have made their appear- 
in high grade shoes, are expected to ance in the northern part of the 
be the high lights of the autumn country. Merchants are urged to 






































season. canvass the possibility of sell ng 
In colors, however, nothing so them in their communities. In m: ny 
dark as the old cordovan shade or places it will be necessary onl; to 
anything resembling it, will be in show them and they will be accep +d 
favor. Such a strong darkening of 
color would cut too deeply into the HERE is also a place, in m. ny 
sale of blacks and is not favored. stores, for a sport shoe for \. in- 
The change will be from the so- ter wear. Many young men of ‘he 
called “yellow tans” to deeper, rich- so-called collegiate type wear thm 
er shades, some with a hint of red; throughout the winter. Other, >i 


some of the mellowed gold variety. older men, like to don them for cays a 
Oxfords will predominate, of at home when the ground is ‘ree b 
course, but it is believed that the from snow. I 
a. 

U1 


There is a place in the wardrobe of : 
dressed men for the two-tone sh 
more or less new note in the men’s l 
field. Combinations of black calf 
gray leather are smart without being 
conspicuous. Another good combinatio 
is tan or brown calf with brown. Thi 
appearance of these combinations i 
high grade lines this Spring, and thei 
immediate acceptance in New York and 
Philadelphia, augurs well for 
SUCCESS 





Curiously enough, a paradox in patterns 
is developing. Pinking and perforation 
used to be the prerogative of the so- 
called “doggy,” wide-toed shoe. But we 
will see it this year in high grade lines 
which are pushing the full custom toe, 
adorned with the good old-fashioned full 
wing tip which has been hibernating for 
about two years now. The full custom 
toe is seen to best advantage in smooth 
calf, It is particularly smart in black 


















Cu 

eno 

cre 

is t 

hea 
Newt im line ts the medium custon rel 
with the U-throat, copied from the | 4 
lish, with its fullness through the n mg. 
of the foot above the ball. Modified 









tips will be good. Shield tips also a 
good. In these types of footwear t/e? 
will be a tendency to keep the weigh 
down somewhat 
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ohwear CLashtons ™ 


In the medium and lower grade lines, 
the full custom toe has no very large 
place. The two grades—high and me- 
dium—have a common ground, however 
in the English toe, which is the widest, 
probably, in the high grade line and prob- 
ably the narrowest in the volume lines. 
This type will be scen also with stitch- 
ing instead of perforation and pinking. 
In black and tan—in smooth and in 
grained leathers 





shoe for the collegian, avers one 
t, is the spade toe with its sharp 
in the sole extension at the outer 
soint. Be that as it may, the spade 
be a good young man’s number this 
mostly, however, in smooth leathers, 
does not show to the best advantage 
te heavier grains. Here, again, do 
make the mistake of thinking that 
ade effects should be heavily pinked. 
Stitchings are equally good 


The medium round-toed blucher is al- 
ways good, for both young and old. The 
pattern pictured here shows a return of 
the square back seam, always associated 
with the heavier types of shoes. The 
seam is flanked by parallel rows of 
stitching in contrasting colors, the same 
stitching effect being carried out paral- 
lel with the cyelet row and parallel with: 
the vamp line 


Curiously enough, but perhaps logically 
enough at that, there is no sign of a de- 
crease in favor of the balloon toe. Here 
is the widest to be found, which has been 
heavily sampled for Fall in all parts of 
the country. In this pattern the square 
back seam has been simulated by stitch- 
mg. The one change noted in this type 
of shoe is the trend away from heavy 
pinkings and perforations and toward 
the simpler, neater effects to be had by 
multiple row stitching in contrasting 
colors 
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Real Buying Logi for Fall 


DEVELOP A DEFINITE POLICY AND STICK 
TO IT 






GREAT and helpful laboratory of style was presented in New Y: 
last week, and merchants appreciated it to the full. Comparatively {..\ 
merchants were able to buy in any volume footwear typical of 

demand. But they did get a remarkable picture of what the fall season © «s 

in store. Brooklyn blazed the style trail for any clear thinking mercl 

to see definitely a real opportunity ahead, in a change of types of shoes 

have a typical fall appeal, and that are smartly different from prevail i¢ 

modes. 















Out of this gathering of merchants we asked a jury of twelve represe 
tive shoe men to analyze a definite policy for fall on the basis of knowle: 2 
gleaned by contact, one with another, and in observation of styles on ‘ie 
runway and in sample rooms. They were unanimous in the belief that gr \))- 
bag shoe buying is all over. Picking here and there a “hot” num:er 
and trying to fit it into a stock, will have to give way to a selection of 
definite lines of shoes, related one with another and correlated, in jyat. 
terns, lasts and leathers, so that the store can show a complete selection 
of shoes to the customers, all smartly new and all having a definite 
place in the scheme of footwear dress for fall. 





















1] 


HEY were unanimous in accepting the above code of practice for fall. 

One of the men said, “We need to think proportionately. At \c st 
50 per cent of our business will be on blacks, probably more, than less. If 
the entire brown family is studied it shows wonderful opportunity, and if we 
want variety in shoes, let’s try selling a woman several heights of heels, for 
practice has proven that she can, and will, change her heel height to fit into 
day or evening footwear, shopping or for sport time wear; in fact she is 
developing better feet by the changes of elevation.” 













An assistant buyer, who associates with one of the most successful buyer- 
managers of the United States, had this to say. He was discussing certain 
phases of the style trend. With pardonable pride in the good sense of his 
chief he said, “That man has a peculiar sense of forecasting and foreseeing. 
He outguesses most of them all the time. I think sometimes he smells styles 
coming, or senses a certain situation long before it arrives. And, then | 
think his wonderful buying sense is due to his ability to think for himself 
I have been at his side now for many months when we go together to look 
at lines of shoes. I have heard salesmen tell him of some great and im- 
portant thing that was bound to happen. The enthusiasm of the traveler 
was earnest and honest. He really believed all he was saying. But it made 
little impression on my cool-brained, long-headed chief. He went ahead and 
bought according to his own idea. Nine times out of ten he has been right. 
I think it is largely due to the fact that he keeps in mind the past perform- 
ances of certain styles, colors, patterns and modes. Also, I think he bears 
in mind that he is buying for a certain locality where people have well- 
defined tastes and likings in footWear. He does not buy for New York or 
Chicago, San Francisco or Dallas, but for the people right here in our own 
city.” 

This man who gives his chief full credit for his success is no mean buver 
himself. He knows his onions as the moderns say. But he is learning the 
great lesson of real buying. It is all summed up in these words. “THINK. 
THINK, THINK.” 


Jazz is giving way to clear thinking, level-headed judgment, and consitlt- 
ing past records and performances. A determination to think—for the store 
—taking less advice from others who know less of our problems than we 
ourselves know, but using collective wisdom as a guide to concentrated ! cal 
buying wisdom. Thinking with a purpose—profits. 

[42] 
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Far Too Many Bargain Days! 


Ironing Out the Peaks and Valleys on 


OULDN’T is be a 
grand and_ glorious 
feeling to know that 
every day in the week of shoe 
selling would be alike? 
Wouldn’t it rejoice the hearts 
of shoe men if they knew ex- 
actly how many salespeople 
would be needed on each day? 
And wouldn’t it be profitable 
and soul-satisfying to know 
that there would be no peaks 
and valleys in the selling 
chart? 
Conditions in the retail 
business today are deplorable 
because there is no stability 


The Store Sales Chart 


By R. L. PRATHER 


HIS is the first of a series of three 

articles by Mr. Prather attempting 
to point a moral, adorn a tale and sug- 
gest a solution for a problem as old as 
the hills in retail merchandising the 
country over. There have always been 
hills and valleys in the retail sales chart 
of all concerns, some of them the result 
of buying habits which the public has ac- 
quired without assistance; but too many 
of them the result of buying habits to 
which the public has been educated by 
retail merchants. This article does little 
more than define the problem and place 
the blame. The two which are to follow 
will suggest ways and means of accom- 


just the same. Some of them 
hold end of the month sales 
and in between sales. It is a 
sad commentary on merchan- 
dising when some of them 
admit they cannot interest 
women unless they “throw a 
sales at them.” Men are ut- 
terly indifferent to all this 
turmoil and shouting. They 
recognize, in their man fash- 
ion, that bargains are “wo- 
men stuff,” and not to be no- 
ticed or participated in by 
males. 

One clear-headed woman 
who is quite well versed in 
finances, bonds, banking, etc., 


to selling. Monday may be a 
grand little day one week and 
fall off to nothing next week. 





plishing the desired object. 





Thursdays may be top notch- 
ers and Fridays’ absolute 
washouts as far as selling is con- 
cerned. In many stores there are 
days when the entire selling force 
stands idle and the cash registers 
silent as the tomb. 

Just why these conditions have 
come about is traceable to one thing 
—jazz in advertising and selling 
methods. Too many special days; too 
many special events; too many bar- 
gain days. There is an epidemic of 
special days breaking out over the 
map of the country like a rash. Some 
cities have what they call “Bargain 
Thursdays” or “Shopping Mondays” 
or some other special day that brings 
sales up to a high pitch and lets 
them down the days following. 

Women have become trained to 
look.forward to these days and many 
of them will not consider buying on 
any other. You hear them say: “I 
need a pair of shoes but this is only 
Tuesday. I will wait for the big 
shopping day.” And they wait. 

In one city out west the merchants 
have set aside two days of the week 
for special sales. These days are 
Thursdays and Mondays. A special 
sheet is printed and distributed 
from house to house. Women flock 
to town on those days, eager to find 
what they call “bargains.” All 
their bargain-hunting instincts are 
whetted by the offerings of the 


stores that group together for the 
“Days.” Do the dears go into town 
on other days to buy? They do not. 
All other days of the week are flops. 
A visit to any of the stores partici- 
pating in these special day selling 


events on Tuesdays, Wednesdays, 
Fridays, or Saturdays, discloses a 
sad condition. All hands idle. Stores 
vacant. This condition has become 
chronic and is reflected in all other 
stores. Merchants who do not join 
in advertising the special days profit 
by the advertising of the group and 
suffer with them on the off days. 


T’S fine for the promoter of the 

scheme. He reaps a rich harvest 
of money in the publication of the 
“Shopping Guide” or “Bargain Day 
Bulletin” or whatever he calls it. As 
a permanent money making affair 
his printed sheet is about the only 
one. Newspapers find it difficult to 
keep their pages balanced. Bargain 
days are reflected in the papers by 
increased advertising and off days 
are. noticeably decreased. 

Some merchants argue that these 
two special days are a fine thing, 
that they are enabled to close out 
odds and ends, that they keep their 
stocks cleaned thereby. But it is 
noted that they have their big clean 
up sales and end of the season sales 


was queried concerning these 

bargain days and_ special 

event sales. Here is her re- 

action to the whole matter: 
“How can a thing be worth a cer- 
tain amount one day and something . 
else the day following? If a shoe can 
be sold for $6.85 on Thursday why 
can it not be sold at that price on 
Friday? If a woman goes to one of 
those stores on any day other than 
one of their so-called bargain days 
she will pay a good stiff price for 
things. What woman will feel happy 
over buying an article at $12 on 
Wednesday only to see it offered at 
$9.85 on the day following? Wise 
women are beginning to use these 
bargain days only to obtain things 
they need at reduced prices. I have 
gone into town purposely to buy 
some certain thing I needed and re- 
turned home disappointed because 
some other woman had gobbled up 
the last one before I got there. Did ! 
buy anything e'se? Certainly not. 
Was I happy over it? I was not. 
Bargain days are beginning to pall 
on me as well as all other days of 
shopping. I am beginning to dread 
going into town at all. If there is a 
small store in my neighborhood hav- 
ing the thing I want I go there to 
buy it. The big stores are losing not 
only my patronage but that of other 
women who feel as I do.” 














How to Attract Boys 


HERE is a large boys’ school in 
Rome, Ga., so Hyman Esserman 
told me how he was getting a good 
share of this trade. “It is easy 
enough to get the boys’ business of 
a community,” he said, “just have 
what they want and have sales peo- 
ple who like boys.” But he does a 
few things more. Paper pennants 
with the name of the school printed 
in colors are given the boys. These 
are stuck on suit cases, windows, 
mirrors or anywhere else a_ boy 
thinks appropriate. 
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name,” says Esserman. “This makes 
them feel more at ease and they 
know that we are not trying to high 
hat them. One thing, it is not possi- 
ble to be patronizing or to assume 
the this-is-what-you-should-have at- 
titude. They went snappy things 
and will buy them. Boys want their 
footwear to look as heavy and 
broguey as those of the regular col- 
legian. In the Spring the two-tone 
crepe soled shoes are most used for 
general wear. A real opportunity 
awaits the merchant who will play 
the boys’ business right as our ever 


@ 
Peoples Ideas ) 


by Harry R-lerhune 
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increasing volume of trade proves. 

“Sometimes it pays to go outside 
the regular lines. We had a good 
belt buckle made with the school 
colors, one that retailed for $2. The 
boys took to it in good shape. Just 
before Christmas we wrote to the 
parents telling them of the buckle. 
Over a hundred extra ones were 
sold through the letter. Many extra 
pairs of shoes are sold through a 
letter to the parents suggesting 
shoes as birthday or other presents. 


* * * 


Noon Specials 





The advertising in 
the school papers’ is 
100 per cent personal, 
always telling the 
story of one boy or 
some group as “Jim 
White broke the run- 
ning high jump yes- 
terday with a pocket 
full of peaches. Jim 
had on a pair of Es- 
serman’s shoes.” 

Most always the 
ads record the really 
serious side of the 
boy’s life for it does 
not pay to be too 
funny. It is so well 
understood that the 
winner of the Spring 
track meet will re- 
ceive a pair of Esser- 
man shoes as first 
prize that the store 
does not even bother 
to advertise the fact. 
The winner simply 
trots down to the 
store and collects his 
prize. 


“We know every 


boy well enough to 
call him by his first 





Turning Tradition Into Trade 






No. 137. SPRING STOCK. 


_ + 


N 
H, WERSER'S BOOT AND SHOE STORE, 
No. 137 Main Street. 
® Wegemrenssrseree seer oe 
IVS, BOTS, WOMEN, MISSES and CHILDRENS WEAR 
On ty 
& WEBSER Bo 137 Mais 


RAPPAPORT 








No. 187. 


RADITION is a great thing. Therefore, it was good business 

on the part of the Frank Werner Company, operating three 
high grade shoe stores in San Francisco, to delve into the store 
archives, to dig up and to publish in a big newspaper advertise- 
ment reproductions of the three much older advertisements. 

“Into the planning of the first Frank Werner Market Street 
Store,” according to the text of the advertisement, “went the same 
tradition of fine shoe craftsmanship, the dignity of unassailable 
quality, the appreciation of individual beauty in each pair of 
‘Boots and Shoes’ as formed the merchandising principles of this 
Werner Store of an earlier generation. Behind the business of 
the Frank Werner Co. of today are these fine old traditions; 
behind the advertising message, the honesty of these ungarnished 

statements printed in Zanesville, Ohio, in 1865.” 









for Women 


HE  Morehouse- 

Martens Co., of 
Columbus, Ohio, op- 
erating a ladies’ shoe 
department in a large 
department store has 
been stimulating 
trade in that depart- 
ment by “Noon Spe- 
cials” for business 
women, which are be- 
ing held monthly. The 
first of the special 
sales was held April 
7 to 9 and attracted 
a good deal of atten- 
tion. The idea of the 
sale is to circumvent 
the objection of busi- 
ness women that they 
cannot attend the us- 
ual special sales until 
the noon hour when 
the best of the mer- 
chandise is gone. To 
obviate this difficulty, 
H. C. Bard, general 
manager of the com- 
pany, decided to hold 
the “Noon Specia's” 
and in the list of 
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special offerings are included a num- 
ber of excellent shoe values. 


Selling High Priced 
Shoes for Men 


HREE care- 

fully word- 
ed and well- 
made signs in 
Joseph O. 
Steele’s store in 
Atlanta go a 
long way in 
tending to cre- 
‘i ate the prop- 
er atmos- 
phere. And a certain amount of 
atmosphere is needed when one sells 
shoes up to $22.50. They read: 

“The quest of the ages has been 
something for nothing—it is still 
unfound. That which costs next 
to nothing is worth the same.” 

“The skill required to make these 
shoes will always limit the quantity 
of shoes of this quality.” 

“Those to whom the price is the 
first consideration seldom enjoy 
that which money was intended to 
buy—Satisfaction.” 
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Style Shows in 
Small Towns 


TYLE shows in good sized towns 
are quite the accepted vehicle for 
creating interest in the new things 
to wear. Merchants in the smaller 
cities usually consider these shows 
something that can be pulled off suc- 
cessfully only in the larger commu- 
nities. A recent Fashion Show en- 
gineered by J. D. Hobbs proved con- 
clusively that the people in cities the 
size of Mt. Holly, N. C., will respond 
to such an event. 
Mt. Holly with its 3500 population 
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is only eleven miles from Charlotte, 
a city of 65,000, and a good cement 
road links the two cities. Mr. Hobbs 
faces the usual problem of holding 
his home trade against their going 
to the big town. The best way, he 
reasoned, was to tell the whole town 
at one lick of the many good and 
new things his store contained. Ob- 
viously a Style Show would do the 
job, so forthwith a Style Show was 
planned. 

An arrangement was made with 
the Woman’s Club, whereby they 
would furnish the musical part of 
the program and assist with the 
models. As no charge was made for 
the use of the school auditorium 
where the show was staged, the only 
expense was $15 to the Club for the 
music. The Woman’s Club that was 
given credit for sponsoring the 
event whole-heartedly cooperated 
by inviting everyone in town by 
phone to be present. The show, 
which lasted an hour and a half, 
was divided into four acts, each one 
having a different setting. Musical 
numbers and readings alternated 
with the appearances of the twenty- 
two models on the stage. Several 
unsolicited orders, booked the night 
of the show, with many more the 
next day, attested to the success of 
the venture. Mr. Hobbs was prouder 
of his store than ever, after having 
seen how fine his merchandise 
looked when displayed under the 
spot-light. 


Shoe Racks for Display 
Men 


HE display man of the Guaran- 

tee Shoe Co., of Birmingham, 
has his private workshop up on the 
third floor. It is there that he paints 
his signs, stores his fixtures and gets 
the shoes ready for the window. In 
times gone by it was the custom to 
lug the window shoes downstairs by 
the armfull and seldom was the 
journey made without dropping a 
pair or two. When the big chief, 
W. E. Shine, was East visiting a 
shoe factory, he saw how shoes were 
wheeled around the plant on regular 
shoe racks. A couple of racks are 
now used in transporting shoes from 
the display room to the windows. 
Considerable time is also saved. 


Going After the Golfer 


T’S been captured. At a tremen- 

dous expense and by undergo- 
ing great personal danger, Paul 
Barcroft succeeded in capturing a 
real “Golf Bug.” 


Showing how the golf bug was made 


The bug was on display in the 
window of the Florsheim Shoe Co., 
Atlanta, during the recent Southern 
Open Golf Match. Mr. Barcroft is 
manager of the Florsheim Shoe Co. 
The bug’s body is composed of a 
golf bag; his eyes are golf balls 
and his legs are clubs. He wears a 
regulation golf cap, too, for he is a 
queer insect. Cards arranged 
about him in the window proved 
that he was enthusiastic about the 
tourney. 


New Adjustment 
Wrinkle 


LL stores have their adjustment 

problems. Here is a way that 
E. P. Collins of the Roanoke, Va., 
G. R. Kinney store, has found to be 
satisfactory to all concerned. The 
first question asked generally takes 
the fight right out of the complain- 
ing customer. They are asked in a 
nice, friendly way, “What do you 
think is fair?” The adjustment is 
then made on the suggested basis, 
but this kicker is afterward put in, 
“Are the old shoes worth anything 
to you?” Experience has taught 
Mr. Collins that when customers are 
met in this manner, their idea of a 
satisfactory settlement is much less 
on the average than the store would 
have gladly given them. Selling 
back the old shoes to the customer 
saves sending them back to the fac- 
tory. As a result of this, not four 
pairs are returned in a year. 
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Tufskim 
is a 
wonderful 
help in the 
sale of 


Shoes. 
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Its 
cushioned 
back 
prevents 
hurts 
from 
nails, 
ridges 
and 
stitches. 
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[AIRYFOO!” 


“The Perfected Corrective Shoe” 
Delightfully Easy— 
Supremely Beautif ul— 





In “Fairyfoot” alone are found the 
preventive and corrective features 
that shoemen long have wanted. 


“Fairyfoot’s” construction is such that 
the foot MUST assume its proper 
position—just as nature intended 
—when standing or walking. 


The “Fairyfoot” principles, built into 
insole and heel, give youth and 
elasticity to the step and almost 
instantly relieve aches, pains and 
callouses. 


This perfect-fitting and _ beautiful 
shoe should also be your “best 
seller” to women with normal feet. 


Specialize on ‘‘Fairyfoots’”’ 
and Build a More Profitable 


and Satisfactory Business. 


T the same time you will extend a service to the women of 
your community that will give you and them untold 


satisfaction and will redound to the benefit of your business. 


the “Fairyfoot” Shoe will do all we claim for it, also HOW we 
assist you to merchandise “Fairyfoot” to prospective customers. 


r YAKE the initial step today. Please ask us to inform you WHY 


WRITE—before it slips your mind, to 


THE WALKER-KNAIER SHOE CORPORATION 
Buffalo, N. Y. 


Note: MR. MERLEAU C. SMITH, until recently with Utz & Dunn Co., of Rochester, is 
Styling and Marketing the “Fairyfoot” Shoe. 


























Sell Them Flexated Foot Comfort and Style 


You don’t urge your customer to buy Flexated—you ask 
him to try on a pair—and in most instances he just keeps 
them on. Snug-fitting, yet with a velvet touch, they fit the 
feet, and your customer realizes that Flexated is the most 
flexible and foot-satisfying shoe he has ever worn. 


It has no stiff arches, but it gives the arch a firm, gentle 
massaging support that strengthens weakened muscles. It 
fits 95% of the feet and fits them correctly, from the heel 
to the ball of the foot. And after wearing one pair your 
customer will call for them by name, and prefer them 
above all others, because with Grant Flexated he gets full 


value for his money, the style he prefers, and the proper 
fit. Style No. 5005. Men’s Imported Tan 
Se me 
. . 7 . . rub le 5.50. 
Grant Flexated Shoes will help maintain the high quality stock AA to D widths. Sizes 6 to 12. 
' Style No. 5017. Same as above, in 


standard of your store, and pay you a nice profit as well. Imported Black’ Caif. 
You needn’t overload your shelves; just make up a trial 
order, then rely on our immediate in-stock service to keep 


you supplied. 


Remember, delays pay no profits—get that order in today while you 
have it in mind. 


THE EXCELSIOR SHOE COMPANY 


Authorized Manufacturer of Official Boy Scout and Seascout Shoes 


Department B 
Portsmouth, Ohio, U. S. A. 


ve No. 5011. Men’s Golden Tan 
Kid Blucher Oxford, GRANT last, 
rubber heel. Price, $5.75. Carried 
in stock AAA to D widths. 

6 to 12. 

Style No. 5023. Same as above, in 
Black Kid. 


Every Grant Flexated 

Shoe carries this trade- 

mark on the sole. Show 
it to your customer—it will 
be his guide to style, com- 
fort and quality. Once sold 
on Grant Flexated, he will 
stay sold. He knows he can 
get shoe comfort from the 
start, without “breaking 
them in,” and that without 
sacrificing style. 


last, 
Carried 
o D-widths. Sizes, 
Bivte oe. 5001. Same as above, in Manufacturers of 
Bla id. 
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SERVICE 


Personnel 


ANY of our tanneries, specializing in 

producing sole leather for certain re- 

quirements, have been in continuous operation 
for several generations. 

Very many of our tanners have been in 
the employ of these plants all their lives. Many 
are the sons of sons of tanners. They have 
become expert in a manufacturing process 
requiring skill, vigilance and judgment. They 
have inherited a love for the tanning art and 
a pride in producing leather of the highest 
quality. They are influenced by a tradition to 
maintain a standard in “Company leather” that 
goes back to the early history of the industry. 

The workers in the tanneries, woods, shops, 
laboratories and those who sell “Company 
leather” have been and are guided by men 
expert through long experience and acquired 
knowledge. 

From the executive to the laborer our or- 
ganization is inspired and directed to produce 
the highest quality of sole leather and give 
our customers the best possible service. 


Ours is an organization of specialists 
in the production of sole leather. 


THE UNITED STATES LEATHER COMPANY 


NEW YORK BOSTON CHICAGO CINCINNATI ST. LOUIS RICHMOND 








Selling Agents: 


McADOO, & ALLEN L. H. NELSON & CO. J. W. MILNER H. SCHOELLOKOPF 
Philadelphia San Francisco Liverpool Zurich 


W.HVISTENDAHL & CO. A. W. HOGAN F. MEYER & CO. F. W. BRADSHAW 
Oslo Kobe Copenhagen St. John’s 


NOTHING TAKES THE PLACE OF LEATHER 
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Tlettbeton. 


There is not the slightest element of chance 
or risk of loss an a Nettleton In-Stock Style 


Buckminster 
Stock No. 069 
Black Russia 
Calf Lace 
Oxford 


Undisputed proof of the outstanding popularity 
and ready reliability of Stock No. 069 is eviden- 
ced by the fact that 10% of our entire sales of 49 
different styles for April—which was the biggest 
month in our history—were on this smart young 
man’s oxford. 


If you have been overlooking the selling power of 
this leading number, by all means send in your 
order now—and cash in. 





A. E. Nettleton Co. 


H. W. COOK, President 


Syracuse, N. Y. 


Nettleton is one of America’s quality names—there are no finer shoes 
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Who’s Who on the Road 


The Traveling Salesmen We Tell About Here 
Are the Boys Who Deliver 


HE Boston Shoe Travelers’ Asso- 

ciation is launching a new member- 
ship drive. All members of the trade, 
including tanners, shoe manufacturers, 
shoe findings’ men, shoe wholesalers, 
last and pattern manufacturers and 
their salesmen—in fact, all who sell to 
the retail trade, are invited to come 
into the B. S. T. A. fold, and thus 
take advantage of the educational, 
trade-cooperative, and insurance fea- 
tures of the Boston Shoe Travelers’ 
Association. 


YMAN L. 

COPP repre- 

sents the Alfred 

Hale Rubber Co. 

of Atlantic, 

Mass., and is car- 

rying the Rajah 

line of unvulcan- 

ized crépe soles 

and other rubber 

goods made by 

his house, to his 

many friends 

among the New 

England shoe 

igmen &. Copp manufacturers. 

Mr. Copp will undoubtedly call a little 

later on the trade in other sections of 

the country. For the past twelve years, 

prior to his present connection, Mr. 

Copp sold soles and heels for the Qua- 

baug Rubber Co. He is known the 

United States over, not only as a sales 

man, but as one of the prominent de- 
signers of rubber soled footwear. 


B. CUBBI- 
*SON of Bos- 
ton, with over a 
quarter of a 
century’s experi- 
ence in men’s 
shoe making and 
selling, and still 
a young, alert 
knight of the 
grip, has made 
arrangements to 
represent the 
Field Bros. & 
Gross Co., an- 
other “veteran” 
in the men’s shoe 
game, and just as wide-awake as is 
Mr. Cubbison to what a very large por- 
tion of the masculine portion of the 
community want in the way of foot- 
wear. Field Bros. & Gross Co., have 
recently develo a popular priced 
calfskin shoe for the volume trade, 
which proposition looked so attractive 
to “Cubby” that he immediately 
“hopped to it.” “Cubby” will cover a 
wide range of territory in his new con- 
nection. He is the first man “on the 


L. B. Cubbison 


By HELEN M. HANEY 


new job” and is very much “in the 
know” in regard to all matters per- 
taining to the distribution of this in- 
novation by an old, reliable manufac- 
turer of men’s shoes. “Cubby” has 
been associated with shoes ever since 
he left high school—first with the 
former firm of Lilly Brackett Co. of 
Brockton, Mass., then for 25 years with 
Preston B. Keith Co.; later for two 
years with E. E. Taylor Co., and for 
a few months with the Capital City 
Corporation. His territory will un- 
doubtedly include his old camping 
ground of Ohio, Pennsylvania and New 
bon State, in addition to other sec- 
ions. 


B FRIEDMAN SHOE CO., prominent 
* shoe wholesalers of New York, 
announce that “Billy” Asher has joined 
forces with them and will act as their 
sales representative in New Jersey and 
part of New York State. Mr. Asher 
was formerly with another wholesale 
house in the New York market, and 
comes to Friedman’s with a wide circle 
of friends in the shoe business. He has 
always succeeded as a real business 
producer. He has the well wishes of 
all his friends in his new connection. 


HARRY P. LYNCH, president of 
the Boston Shoe Travelers’ Asso- 
ciation, has issued a call for a joint 
meeting of that organization with the 
Southern Shoe Travelers’ Association 
and the Boston Shoe Associates, on 


Saturday, June 11. The purpose of 
this meeting is to formulate plans for 
the entertainment of visiting buyers to 
Boston during Boston Shoe and 
Leather Fair week, July 5-7. 


ACK GORMAN of Gorman, Tarr & 

Waterhouse, Inc., Lynn, is going to 
California with a new sample line, fea- 
turing pump effects and ties. He will 
attend the annual convention of the 
California Shoe Retailers Association, 
and will return home in time for the 
Boston style show. 


OUIS R. PRINCE has taken on the 
W. S. Chase & Sons’ slipper line 
for his territory—the Pacific Coast. 


HILIP H. GREEN of the Chas. 
Meis Shoe Co., Cincinnati, is now 
covering the Pacific Coast. 


AX BRINNON recently switched 

over from the Ozark Shoe Mfg. 
Co.’s line, which he has been carrying 
for the past three years, to that of the 
Washington Shoe Mfg. Co. of Wash- 
ington, Mo. He will cover the Middle 
West, with headquarters in St. Louis. 


ILLIAM H. DRUMMEY, who un- 

til recently covered New England 
for the Thomson-Crooker Shoe Co., re- 
cently made arrangements with the 
F. W. Falconer Shoe Co. of Raymond, 
N. H., and will carry the line of 
slippers of this concern to the trade of 
New York, New England, and as far 
South as the Virginias. This is Mr. 
Drummey’s old territory, and conse- 
quently he feels that he is going among 
friends. 


ICHARD 

HOCK, secre- 
tary of the Ohio 
Shoe Travelers’ 
Association, is a 
well known sales- 
man, making his 
home at 244 East 
Oakland Avenue, 
Columbus. He has 
been traveling for 
various shoe fac- 
tories for about 17 
years and is now 
traveling with the 
line of the Doer- 
man Shoe Co. of South Milwaukee.. 
This line consists of children’s stitch- 
downs and uses the trade name of 
“Great Scot” shoes. Mr. Hock was 
elected secretary of the Ohio Shoe 
Travelers’ Association early in 1927, 
filling the vacancy caused by the resig- 
nation of George F. Scholl. He is 
known as an efficient official and is now 
engaged in directing a membership 
campaign for that association. (UTPS) 


Richard Hock 


HE Julian & 

Kokenge sales- 
force gathered 
’round the festive 
board in connec- 
tion with a recent 
conference. Her- 
bert N. Lape, 
vice-president and 
general manager 
of the company, 
was toastmaster. 
Mr. Lape gave 
the salesmen an 
inspirational talk, 
dwelling artic- 
ularly on the en- 
larged stock department of the J. & K. 
Co., and the new numbers put into 
stock this season. E. K. Woodrow, 
advertising expert, talked about the 
J. K. advertising; Harry Sanford 
and Richard Stix, and some of the 
salesmen, gave their ideas to the group. 
Felix McCarthy and Charles Laible, as 
well as all department foremen, were 
guests. The J. & K. salesmen are now 
in their territories, filled with enthusi- 


H. N. Lape, Vice- 
Pres. Julian & 
Kokenge Co. 
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LIZETTE—Stock No. P-251 
, Price $5.10 


“Foot. Friend’’ tie. in patent chrome, 
14/8 ce'luloid heel. Goodyear welt. 


LIZETTE—Also. carried in smooth 
ebony kid’ with leather heel. 


Price $5.00—Stock No. K-203 


LIZETTE—Also in the new go'den 
brown kid, 1478 wood heel. 
Price $5.75—Stock No. B-205 





CAROM—Stock No. K-201 
Price $5.15 


“Foot Friend’’ tie in ebony glazed kid. 
14/8 leather heel, 1/8 Wingfoot Uskide 
top. Goodyear welt. 


CAROM—Also carried in patent with 
celluloid heel. 
Price $5.25—Stock No. P-253 


CAROM—Also in golden brown kid, 
covered heel. 
Price $6.00—Stock No. B-207 


. Shoes 





SUZANNE— A clever new Foot Friend, 
with distinction in every line. 


A Boon to Business 


FOOT FRIEND SHOES 


Everywhere Foot Friends are proving a 
boon to merchants in drawing customers 
and building trade. 


And the reason is simple. Foot Friends 
offer just what the woman of today desires 
—-stylish, arch-feature footwear at a popu- 


lar price. 


Foot Friends fairly sparkle with smartness 
and beauty. They immediately win the ap- 
proval of women who love distinctive foot- 
wear. And this popular approval is regis- 
tering with merchants in faster sales and 


growing profits. 


A Foot Friend Courier is now in your ter- 
ritory with the season’s new styles. Wel- 
come him—for he brings you footwear that 
will prove a boon to you in building a more 
profitable business. 


THE LAPE & ADLER CO. 


Makers of “Foot Friend Shoes” 
COLUMBUS, OHIO. 


“FOOT FRIEND” COURIERS 


Dunbar Archer Dolph G. Hoyt Phil Miller 
Barney Coens A. Ray Jackson A. P. Richards 
Bertrand J. Coens H. L. Lape, Jr. Jack Spurlock 
Larry Conners Tom Talbott 
Ray Glascock P. A. McGiffin J. C. Thomas 
J. C. Friedauer J. R. MeNierney 
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asm for a better and bigger business. 
The following salesmen attended the 
meeting: Les Arens, A. C. Golden, 
H. R. Harner, Eddie Hood, Lawrence 
Hord, Herbert Lape, Jr., Ledger 
Laurie, Elmer Kokenge, W. T. Mitchell, 
Horace Mayers, Frank Samuels, Har- 
cc Joe Ray and Harry San- 
ford. 


ALSEY ELWELL writes us from 

the Newark factory that he is 
taking over the Middle West for the 
James A. Banister Co., in addition to 
the Pacific Coast territory. Mr. El- 
well is to have an assistant in this 
territory, but his “running mate” had 
not been appointed at the time he 
wrote us the letter. Halsey says that 
he is getting out some new samples of 
young men’s styles, and is going over 
the matter of stock department styles. 
He also reports that the Banister folks 
are making and shipping 20 per cent 
more pairs than last year; that orders 
on hand are abnormally high, and that 
he is happy and enthusiastic over 
Banister’s present healthy and secure 
position, as well as the bright future 
which he says he feels certain is almost 
at hand. 


EORGE B. CABLE recently be- 

came connected with the Elco Shoe 
Manufacturers, Inc., “makers of 
women’s fine footwear,” at Brooklyn, 
mn. %. 


HE California Shoe Retailers’ As- 

sociation has invited Charles W. 
Morrill, president of the National Shoe 
Travelers Association, to attend its 
convention as official representative of 
the National Shoe Travelers Associa- 
tion, to be held June 13-15, at the St. 
Francis Hotel, San Francisco. This 
action is in accordance with the past 
custom of this association, and testifies 
to the good cooperation which exists 
between the shoe travelers and retail 
shoe merchant bodies. Mr. Morrill, 
not being able to attend, on account of 
a business trip which calls him to an- 
other part of the country, has ap- 
pointed Regional Governor Clarke 
Browning, vice-president of the Los 
Angeles Shoe Travelers’ Club, who rep- 
resents President Morrill, as well as 
the N. S. T. A. in the Far West, to 
act as his representative on this oc- 
casion, and thus will Clarke Browning 
carry the message of the National 
Shoe Travelers’ Association to the 
California Shoe Retailers’ Association, 
at the coming convention of the last- 
named organization. 


YATT M. WALKER, who repre- 

sented the M. N. Arnold Shoe Co. 
for many years in Ohio, is dead. A 
letter sent to Mr. Walker’s former 
trade, by the sales manager of the M. 
N. Arnold Shoe Co., stated: “Mr. 
Walker was apparently in good health 
on the mroning of April 26 and selling 
one of his customers in Memphis, 
Tenn., when he was suddenly stricken 
with a heart attack. Although medical 
aid was immediately given, he failed to 
respond and in less than an hour, he 
passed away. The suddenness of his 
death was a great shock to his bereaved 
family and to us—as well as to his 
many friends throughout the territory 
in which he had so well represented 
us for many years. Because of his con- 
scientious service both to his customers 
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and to us—Mr. Walker made for him- 
self an affectionate place in our hearts. 
He had been on our selling staff for 
over seventeen years and was an en- 
thusiastic booster for Arnold Glove- 
Grip Shoes. We considered Mr. Walker 
a salesman of the highest calibre, and 
in the very near future will announce 
his successor. In the meantime, if 
there is any way in which we can help 
you, please feel free to call on us.” 


Halsey Elwell 


About twenty-eight men of the 
Fargo Hallowell Shoe Co. of Chi- 
cago, assembled on Friday the 13th, to 
attend the recently held sales confer- 
ence of the concern and discussed new 
plans and samples. According to C. H. 
Fargo, sales manager, the new fall line 
of the Kindergarten factory was never 
before so lively nor so replete with 
snappy, bright styles for the little 
folks, nor has the company ever before 
looked forward so optimistically to 
their reception by the shoe merchants. 
The first half of 1927 has been very 
satisfactory to the Fargo Hallowell 
company, according to Salesmanager 
Fargo, and the last part of the year 
promises an equally pleasing result. 


HARLES W. MORRILL, president 

of the N. S. T. A., is now on a 
business trip, and “hit” Indianapolis 
on May 28-29, when all Indiana, and 
many from other States, had flocked 
to the big Hoosier State “burg” to 
attend the auto races. Indianapolis 
being the home town of Homer H 
Beals, the national vice-president, and 
Charles I. Slipher, secretary of the 
Indiana N. S. T local, elaborate 
plans were made to entertain the na- 
tional chief, at a banquet, but on ac- 
count of the over-crowded condition of 
the city, it was necessary to have the 
“get-together” conducted on a smaller 
scale than originally intended and so 
Messrs. «Beals, Slipher and a few of 
the Indiana boys met at the Hotel 
Dennison, Indianapolis, and devoted 
themselves almost exclusively to the 
transaction of business pertaining to 
the national body. 


OHN McELANEY, treasurer of the 

Stacy-Adams Co., who recently re- 
turned to Brockton, Mass., from a busi- 
ness trip South, states that reports re- 
ceived from the Mississippi River flood 
district are not in the least exagger- 
ated. Mr. McElaney spent several days 
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in the worst section of the distressed 
area. “The damage is unestimable 
and the help that can be given by out- 
siders will aid greatly in the work of 
preventing the spread of disease and 
in the restoration of homes and prop- 
erty,” said Mr. McElaney. The Stacy- 
Adams Co., with many other houses in 
the trade, have donated a substantial 
sum to the Red Cross fund, and com- 
mends highly the work being conducted 
by this organization. 


EORGE MURFITT, of Syracuse, 

recently returned to his home in 
that city in a happy frame of mind, 
for he had enjoyed the best week’s busi- 
ness since Easter, he said, as the result 
of a big order which his firm, Brauer 
Bros. of St. Louis, had received and 
which was credited to George’s good 
work. This case lot order came from 
a merchant in “The Keystone State,” 
who had previously wired Brauer Bros. 
for quotations. The Brauer Bros. tele- 
graphed to George to get on the job, 
and George acted so quickly and effec- 
tively that although several other 
manufacturers submitted samples and 
prices, George secured the business, 


"THE Riley Shoe Mfg. Co. recently 
held its semi-annual sales meeting, 
and salesmen are now in their territories 
with the new line of samples. General 
manager W. S. Kennedy, states that 
the new Riley line has a number of 
novelty patterns, with reptile trims a 
feature, also many composé effects. 
Several changes have been made in 
the salesforce, as follows: J. H. Vance, 
formerly with the Bradford Shoe Co., 
has taken the line to West Virginia, 
Kentuck and Tennessee, succeeding 
George Pumphrey, who died last Feb- 
ruary. Charles Aspinall, who was also 
with the Bradford Shoe Co., carries the 
line in Pennsylvania and New York. 
Manager Kennedy is looking ahead to 
a successful fall season. 


Y GODDARD now represents the 


Capitol Shoemakers in Chicago, 
with office at 1714 Republic Building. 
He reports a good bunch of orders on 
his new line. Mr. Goddard formerly 
represented the Shoe Specialty Mfg. Co. 


ARL MOORE, who covers the Mid- 

dle West, Illinois and Indiana, for 
the W. B. Coon Co., works zealously 
with his many friend-customers and re- 
joices in their progress. He has now 
reported that his Terre Haute account, 
the Mammoth Shoe Co., has recently 
moved into its own building, “with the 
finest store front in Terre Haute.” This 
store is three times the size of the 
small store in which this company be- 
gan business in this city about ten 
years ago, and of which progress it 
is justly proud. Mr. Moore is a Mas- 
sachusetts boy. He now lives in In- 
dianapolis, and is a member of the N. 
S. T. A. local of that city. He spends 
his summers at North Cohasset, the 
South Shore of “The Old Bay State.” 
He reports business in his territory as 
“good.” 


P. TROUTMAN is now out with 

* the ncw line of the John Meier 

Shoe Co. Mr. Troutman, well known 

in the St. Louis trade, has for his ter- 

ritory the trade west of Denver, includ- 
ing the entire Pacific Coast. 
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BUCKHECT 


S SHOES | 
el] al] over the county 7 The BIG SELLER 


in 
OUTDOOR SHOES 


For 70years BUCKHECT 
Shoes have made good 
under the severest forms 
of service. Made of Cali- 
fornia’s original Indian- 
tan process leather with 
the “oil tanned in”. 


Your trade will welcome 
them and they are money- 
makers for you. Sold now 
by more than 5,000 
dealers. Write today for 
new catalog and prices. 
BUCKINGHAM & HECHT 


25 First Street, San Francisco 


In Chicago In New York 
VON LENGERKE & ANTOINE THE H. & D.FOLSOM ARMS Co. 
33 South Wabash Ave. 344 Broadway 





Shoe Factory with Full Equipment for Sale Very Cheap 


Splendid shoe factory building approximately 50 for factory. Thoroughly equipped, Sprinkling 
ft. x 133 ft. on the inside, with stairways, lava- System, very low rate insurance. Economical to 
tories and elevator in addition to this measurement. . operate. Daily capacity 5000 pairs. Warm in 
Five floors and full basement—light (being built winter and cool in summer. Well located 
with double windows), sanitary and well venti- in thriving city, three railroads. This prop- 





lated. Rest rooms for lady operators. Two erty will be sold, including equipment, to 


heating plants, hot water for office and steam heat right party very cheap. Big snap for some 
. good operator. Must be 


seen to be appreciated. Ii 
interested, write at once as 
we plan on selling very 
soon, 


This is a wonderful 
opportunity to start a 
branch in the manu- 
facture of any kind of 
shoes, particularly a 
Stitch Down and 
Misses and Grown 
Girl’s line. 


Olson Shoe Mfg. Co. 
BANKRUPT 
Ghippewa Falls 
Wisconsin 


W. F. WEILER, 


Trustee 
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When In CHICAGO 


Enjoy your stay—at the New 


MORRISON HOTEL 


Madison and Clark Streets 
Tallest—and Most Economical—Hotel in the World—46 Stories High 


OR a number of years the 

Morrison Hotel has been the 
chosen headquarters in Chicago of 
American shoe manufacturers, their 
representatives and out of town 
dealers. It offers an environment 
and service unsurpassed by the 
most expensive hotels, and yet it 
maintains a scale of rates lower 
than that of any other hotel of 
high recognition. 


Closest to Offices, Stores, 
Theatres and Railroads 
Rates, $2.50 Up 


At this location, the most central in the 
city, the large revenues from subleased 
stores pay all the ground rent, and the 
total saving is passed on to the guests. 
It is therefore possible to engage rooms 
here for $2.50 to $5 that would rent at $5 
to $8 elsewhere. 


1944 Outside Rooms 
Each with Bath 


Every room has bath, running ice water 
and Servidor, the latter insuring abso- 
lute privacy with its “grille” feature. 
There is a special housekeeper on each 
floor, and all guests enjoy garage service. 
Stores, theatres, offices and depots are 
nearer than to any other hotel. 


Ideal for Conventions 


The Cameo Room, seating 2000, and 
the “dance and dine” Terrace Garden 
are among those of the Morrison’s at- 
tractions that have made this the favor- 
ite hotel in Chicago for trade gatherings 


—— Meshen' hotel, 46 weettoe Right's Fg 4 ~feeaeatiamaas and meetings of all kinds. 


Write for Reservations or Telephone State 8700 
Special Convention Rates on Application 
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—a good Spat Year 


Every year marks an increase in the pop- 
ularity of the Spat. 


Men have endorsed low shoes. Cold 


weather demands ankle protection. The 


Spat provides it. 


The Spat means style! Men insist on 
style. They appreciate the importance 
of dress in social and business circles. 


Advance orders for “Standard’’ Spats 
indicate that Buyers are eager to get their 
share of the increased Spat business 
during 1927. 


Have you made your selection yet? 


Our representative will gladly call. Com- 
municate with us. 


S. RAUH & COMPANY 


310-18 Sixth Avenue, New York 


“SPATS” 
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Plans for Wisconsin Ceemeniion 
Are Now Close to Completion 


Fifty-one Manufacturers to 
Show Lines at Milwaukee 
Meeting Aug. 2-4 


MILWAUKEE, WIs.—Hotel reserva- 
tions for the coming 1927 Milwaukee- 
Wisconsin Shoe Retailers’ Convention, 
to be held Aug. 2-4, in the same Mil- 
waukee Auditorium where the great 
1921 national convention was held, are 
beginning to arrive. The Hotel Com- 
mittee is composed of John Geisinger 
of Rosecky & Geisinger of Milwaukee; 
Jos. A. Schumacher, who is also of 
Milwaukee; Frank Larkin, who repre- 
sents the Freeman Shoe Mfg. Co., in 
Wisconsin, and Grover McHugh, who 
sells Freeman-Beddow shoes in the 
Badger state. 

There will be attendance prizes given 
at each business session during the 
convention. One prize will be a $25 
trade check at either the Morrison or 
Great Northern Hotel, Chicago, during 
the N. S. R. A. convention. Six boxes 
of cigars, eight pairs of shoes, several 
dozen pairs of sox, and other prizes are 
being donated by manufacturers. The 
Harris Publicity Bureau donated the 
hotel trade check and also six boxes of 
cigars. 

Fifty-one manufacturers have taken 
booth space, and there is no doubt but 
that this convention will be the greatest 
this State has seen since the big 1921 
N. S. R. A. convention which has 
“topped” anything ever attended by re- 
tail merchants anywhere. The foot- 
wear style show will be open, free, to 
the public. There will be a smoker on 
the first night for the men, and a 
bridge game for the women. A banquet 
will feature the second night’s conven- 
tion program and the style show will 
take place Thursday night. 

To facilitate the work of the con- 
vention committee, district managers, 
to handle matters in various counties 
of the State have been appointed. Here 
is the list of the retail shoe merchants 
and the counties of which they have 
charge: 

C. N. Cody of Antigo: 
Shawno, Oconto and Forest; William 
Gleue, Wisconsin Rapids: Portage, 
Wood, Adams, Juneau and Sauk; Wm. 
C. Schlaefer of Wausau: Marathon, 
Lincoln, Taylor, Price and Ashland; 
Wm. Straus of La Crosse: Pepin, Buf- 
falo, Trempeleau, Jackson, Monroe, La 
Crosse, Vernon, Crawford, Richland 
and Grant; Harry Balaban of Madi- 
son: La Fayette, Iowa, Green, Rock, 
Dane and Columbia; Eugene Meyer of 
Watertown; Jefferson, Dodge and Wal- 


Langlade, 











worth; Clarence Newell of Waukesha: 


Waukesha, Kenosha and Racine; John 
Geisinger of Milwaukee: Milwaukee, 
Ozaukee and Washington; A. B. 


| Caspari of Milwaukee: Sheboygan; M. 
| Fitzsimmons of Fond du Lac: Fond du 


Lac, Green Lake and Marquette; J. B. 
Langenberg of Appleton; Winnebago, 
Outagamie, Waupaca and Waushara; 
R. E. Sager of Green Bay: Manitowoc, 
Brown and Kewaunee; B. J. Friedl of 
Wausau: Oneida, Villas and Iron; C. 
J. Reuland of Green Bay: Florence and 
Marinette. 


Weil’s, Dallas, Stages 
Successful lc. Sale 


DALLAS, TEx. (UTPS)—Weil’s, one 
of the leading department stores at 
Dallas, Tex., moved odd sizes, odd lots 
and the general residue of a large 
stock of seasonal shoes for women re- 
cently through the first one-cent shoe 
sale ever staged in Dallas. The stock 
offered on this unique sale consisted of 
latest styles and colors. Several hun- 
dred pairs were moved out in a one- 
day sale, which had been advertised 
previously on the society pages of the 
daily papers. 

This company carries a heavy stock 
of women’s shoes of the newest designs, 
colors and color combinations. It found 
itself, like most other companies at 
times, with a considerable number of 
shoes culled from the big stock during 
the regular business of weeks. There 
was nothing wrong with any of these 
shoes. They just didn’t fit into new 
stocks the company was putting on the 
shelves and preparing to advertise and 
offer to its customers. The company 
had tried one-cent sales in the hosiery 
department and in some other depart- 
ment. It decided that if these sales 
were successes in those departments 
they would be in the shoe department. 
And the sale was a big success. Prac- 
tically all odds and ends were moved 
out of stock. 

The company simply advertised that 
one pair of shoes would be sold at a 
certain price and that another pair 
could be bought for an additional 
penny. It went further than that and 
provided that where one woman did not 
want two pairs of shoes she could bring 
a friend with her, pay the advertised 
price for one pair of shoes, an addi- 
tional penny for another and split the 
cost between them. The company did 
not compel women to buy two pairs of 
the same style. 








Congratulations Cabled 
to Captain Lindbergh 


Enthusiasm over the feat of Charles 
Lindbergh is as rampantly boisterous 
in the shoe and leather industry as in 
any other. Cabled congratulations have 
been sent from several sources within 
the industry, among them one from 
A. H. Geuting, who, as president of the 
N. S. R. A., cabled: 

“The National Shoe Retailers Asso- 
ciation of America most enthusiastical- 
ly wish to add their congratulations for 
your daring, courageous, brilliant and 
historic achievement.” 

Then along comes another, this time 
very fittingly from St. Louis, as repre- 
sented by the Brown Shoe Co., which 
sent the following message: 

“All Saint Louis rejoices in your 
wonderful achievement.” 

To cap the climax, Mat Condon, well 
known retail shoe merchant of Charles- 
ton, S. C., uses the feat as a neat simile 
in the following wire to A. G. White, 
advertising manager of the Brown 
Shoe Co.: 

“Buster Brown and Tige are as 
great heroes of the children of Charles- 
ton as Capt. Lindbergh and the Spirit 
of St. Louis is of the world. Our eighth 
annual Buster Brown reception made 
largest crowd of children happier than 
ever before and Buster Brown lines 
them up four deep over city block long 
before marching into theater.” 


Biggs Fits ““Duchesses” 


SAN ANTONIO, TEx. (UTPS)—When 
the “royalty” of Southwest Texas as- 
sembled in San Antonio recently for 
the annual Fiesta de San Jacinto, J. W. 
Biggs, of the French Booterie, was 
appointed bottier to the Queen’s Court 
and trimmed shoes especially for nine 
of the duchesses. 

In some instances pumps were 
trimmed with large buckles fringed 
with lace two and one-half inches wide, 
which was dyed to match the costume 
of the wearer. For some of the others 
sandals were used, with the vamp and 
quarter colored to harmonize with the 
costume and with rhinestone straps 
adding a brilliance. 





Dolan Manages Princess 


CoLuMBus, OHIO (UTPS)—M. L. 
Dolan has been made manager of the 
Princess Bootery, a retail woman’s shoe 
store at 118 North High Street. He 
succeeds M. A. Berkson, who has been 
promoted in the organization to the 
management of one of the thirty shoe 
stores operated by the Novelty Shoe 
Co. in Chicago. The stores are con- 
ducted under the name of the Princess 
Boot Shops. 


Regent Opera 


Patent Pump 
20/8 Spike Heel 
Round Toe 
18/8 Spike Heel 
Mod. Toe 
Comb. Last 
$5.25 


“Valencia” 


Patent One Strap 
14/8 Cuban Heel 
Mod. Toe 
Comb. Last 
$5.25 
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MAGNUS OPUS 


RAISON D'ETRE 


“B. & F.” Shoes 
IN STOCK 


Sold only in case lots 
36 pair to a case 
Size Scale 


Modified Toe—AA to C 
Round Toe—AAA to B 














“B. & F.” Shoes for early fall are now 
ready for your inspection. 


Smart styles and new leathers that 
are in strict accord with the dictates 
of good taste. 

Every shoe a fast, saleable number. 
For profitable retailing at $10 and 
$12.50. 


Now being shown by our sales staff 
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“Trudie” 
The “B. & F.” sandal hit. One of 


most popular shoes we have ever 
featured. A volume shoe for vo! 
ume sellers. 
White Kid 
and 
Patent 
20/8 Spike and 
14/8 Cub. Heels 
Comb. Last 
Round Toe 
White Kid, $6.50 
Patent, $6.00 


“D’Orsay” 


Patent Pump 
20/8 Spike Heel 
Round Toe 
18/8 Spike Heel 
Mod. Toe 
Comb. Last 
$5.25 


BEKER & FRIEDMAN, Inc. 
‘Ladies Tarn Shoes Builttoa Standard” 
23-25 Lafayette St.~ ~~ Brooklyn,NY. 
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William L. Weiss Joins 
Gilchrist Organization 

BosToN—William 
L. Weiss is the 
new shoe buyer for 
the Gilchrist Co. 
He comes to his 
present connection 
from a nine-year 
association with 
Frank & Seder— 
five years in the 
Pittsburgh store 
and for the last 
four years with 
the Philadelphia 
store. Mr. Weiss 
suce former 
buyer Fred W. Small, now president 
of The Wise & Cooper Co. Mr. Weiss’ 
selection for the important position of 
shoe buyer of The Gilchrist Co., is a 
tribute to his ability, and integrity, 
as he was chosen after an over two 
months’ careful study of the personal 
qualifications of a very large number 
of applicants. 

Mr. Weiss not only bought the 
women’s and children’s shoes for the 
up stairs’ department of Frank & 
Seder, but during the past year, he also 
merchandised the Goldberg Store (the 
latter a subsidiary of the National De- 
partment Stores of Trenton). Until 
the past year, or when the Frank & 
Seder basement shoe department was 
sold to The Fink Co. (with Mr. Wainer 
in charge), he also merchandised the 
basement stock, consisting of men’s, 
women’s and children’s shoes. 

Mr. Weiss has been “at” the shoe 
game ever since he left school. His first 
footwear business connection was with 
the G. R. Kinney organization; he has 
bought, sold and merchandised every- 
thing in shoes, from the highest grades 
to lowest grades, including rubbers 
and gaiters, for the whole family. Wil- 
liam Weiss is a protege of that well 
known shoe expert, Joe Glaser, man- 
ager of the National Department 
Stores. “I have always felt, and still 
do,” said Mr. Weiss, in a recent inter- 
view, “that any success I have had 
should be credited to Joe Glaser’s 
tutelage. His good shoe business judg- 
ment and direction have been to me a 
real inspiration and I wish to state 
here my hearty appreciation for my 
good friend and counsellor, Joe Glaser.” 

Mr. Weiss has ever been popular with 
his sales organizations. One of the 
many evidences of this popularity is 
evidenced in a large and artistically 
executed testimonial, from the Frank 
& Seder sales organization. This 
testimonial is framed and hung in full 
view on the walls of Mr. Weiss’ office 
in the Gilchrist store; it was designed 
by a former employee of Mr. Weiss’ 
and contains the signatures of each 
member of the store’s salesforce. The 
testimonial reads, in part: “To Wil- 
liam L. Weiss, on the occasion of his 
departure for Boston: While we re- 
joice with him in his advance and suc- 
cess, it is with sincere regret that we 
lose the presence and guidance of an 
able executive and a good friend. He 
takes with him our respect and good 
wishes. His sterling example will re- 
main with us for all time.” The names 
of the signers are: Rose B. Weinstock, 
Hessie Hahn, Lea Freedman, Faye 
Lestz, Rose O’Leary, Lillian Himmel- 


William L. Weiss 





stein, Mary E. Sheils, Lew Berkowitz, 
Samuel Hahn, Fred Boas, Jack Martin, 
Harry K. J. Perlstein, Irwin M. Bern- 
stein, Herbert L. Gros. 

Mr. Weiss has been especially grati- 
fied with the reception accorded him 
by the Gilchrist Co., and the personnel 
of its shoe department, and recognizes 
that here, as in Philadelphia, he has 
a very efficient sales organization. 


Blyn Sells Building 


New York—The Blyn Building, built 
several years ago by I. Blyn & Sons, 
shoe merchants, at 161 West Thirty- 
tourth Street, last week was sold to R. 
H. Macy & Co., department store, 
which adjoins the Blyn Building. The 
department store, according to reports, 
will use the building for expansion of 
its own business. The Blyn Building 
had been held at $1,000,000. 

A new Blyn building will be erected 
cn the opposite side of the street on a 
site now covered by 123 and 125 West 
Thirty-fourth Street, which has been 
acquired on an 84-year lease. The Blyn 
store will remain in the present build- 
ing for about another year. 


Dunlap’s Reorganized 


CoLuMBuUs, OHIO (UTPS)—A reor- 
ganization of the retail shoe business 
at 46 North High Street, formerly con- 
ducted under the name of Dunlap’s, 
has been completed. The name is 
changed to the Queen Quality Boot 
Shop. Charles Lureman, formerly of 
Boston, is manager; Jack Thompson, 
assistant manager, and Edward Oates, 
head of the ladies’ department. The 
company will handle the Queen Quality 
line of ladies’ and misses’ shoes and the 
Bostonian and Nettleton line of men’s 
footwear. 


New Store for Hamilton 


HAMILTON, OHIO (UTPS)—Papcers 
have been filed with the Secretary of 
State incorporating the Levy Shoe Co., 
of 232 High Street, Hamilton, Ohio, 
with a capital of $10,000 to deal in a 
full line of shoes, boots, leather goods 
and novelties. The incorporators are 
Theodore H. Levy, Robinson, 
Sarah Levy, Isaac Levy and Robert 
Levy. 


A Correction 


NEw ORLEANS (UTPS)—In a recent 
issue of the BooT AND SHOE RECORDER 
an error was made in saying the shoe 
department of Mayer Isreal was taken 
cver by C. D. Newstadt, operator of the 
Paris shoe store. 

The error apparently was made by 
Mr. Newstadt informing the reporter 
that he had bought the Mayer Isreal 
department, and giving his position as 
the operator of the other store. 

It appears from a talk from Mayer 
Isreal, Jr., “that Newstadt owns 
neither of the two stores and is only 
manager for them, the Mayer Isreal 
department having been in the hands 
of the Paris people for a long time. 
The Paris stores are owned and oper- 
ated by Berman & Haskel of Boston. 





H. A. Benson to Open 
Shoe Parlor in Canton 


CANTON, OHIO, May 24 (UTPS)—H. 
A. Benson will open a new shoe parlor 
in Canton at 134 Cleveland Avenue 
Northwest. Mr. Benson will be the 
distributing agent for Dr. Kahler’s 
shoes. He will specialize in orthopedics 
and practidedics, in which-he has had 
special training. He will also spe- 
cialize in the fitting of abnormal sizes 
and types. In connection with the 
special shoes, a complete line of shoes 
for men and women will be sold. 

Mr. Benson’s store is unique for 
Canton. It resembles the room of a 
luxurious home. There are easy chairs, 
thick colorful rugs on the floor, a sing- 
ing canary in a cage, a glass case of 
gold fish; rich draperies and valences 
protect the shopper from the gaze of 
the passerby on the street, and Oriental 
screens assure privacy to any customer 
who is having a special foot examina- 
tion. The stock is kept in another 
room, and instead of shoe cases lining 
the walls, there are mirror panels. Two 
large show windows facing two im- 
portant streets will display the shoes 
to the public. 

Mr. Benson has been identified with 
the shoe business in Canton for twenty- 
two years and was formerly associated 
with the Harry Smith Company, 
Wagoner & March, Eckis Bros., and 
Walk-Over. 


Salesman to Merchant 


PATERSON, N. J.—Samuel M. Levine 
started to sell shoes in the retail store 
of John Marcus eight years ago. He 
came with Mr. Marcus when he opened 
his establishment, and worked away at 
the fitting stool until last April, when 
he purchased the business of his former 
employer. Mr. Levine writes us that 
he has been reading the RECORDER ever 
since he started to sell shoes in 1919, 
and now that he is in business on his 
own account, he will surely continue to 
read it. He adds: “Competition here 
in Paterson is keen, especially in the 
popular-priced field, but if a merchant 
is alert to modern methods he has a 
good chance for success.” 


Kline’s Expand Dept. 


(UTPS)—In the 
three years since Kline’s added a shoe 


JOHNSTOWN, PA. 


section to its services for women 
and misses this department’s busi- 
ness showed consistent increases that 
prompted an improvement program 
just completed. The change gives the 
shoe department double the space it 
formerly occupied, and was followed b 
the doubling of the sales force. L. E. 
Lindley has been the manager since the 
department’s inception. He is now be- 
ing assisted by Howard Stark, Edwin 
Ashman and Robert Saylor. 

I. Miller, the Arch Preserver and 
Truwalk shoes are feature lines at 
Kline’s. At present they are showing 
with pleasing results unbleached linens, 
hand-embroidered and straw _ shoes, 
with colors running strong. High 
styles for children are another spe- 
cialty. 
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- Speaking of new 
Style ve 00 


To the forward looking 
buyer, this Fall will be a 


The 
season when style will mene 


One strap cutout patent 

. leather—fancy perfora- 
count more than ever in ee eo 
binding — Leather or 
wood heel. 


Sizes 1114 to 7 


girls’ shoes. 


To meet this style knowl- The 
JANE 


edge in the growing gener- eaiiiniaitets 


ation, Ferris shoes are par- Patent Leather 104 cut- 


out fitted in gold thread 
kid linings, French 


ticularly designed and binding. 


, Sizes 814 to 2 
built. 


You will find them in the 
outstanding shoe stores of 
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No. 345 


The 
DANDY 


Tan Calf Vamp and 
quarter — stroller calf 
shield tip, foxing and 
eyelet stay. 


Sizes 11144 to 7 


The 
IRIS 


Two Eyelet Tie 


Patent Vamp and quar- 
ter, black and white 
gingham calf saddle 
and tongue, kid-lined— 
French binding — cov- 
ered heel. 


Sizes 214 to7 


No. 570 
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the land, wherever there 
is true appreciation of the 
necessity for satisfying the 
young girls’ style ideas, 
and a desire to meet the 
requirements of the grow- 


ing foot. 


Just four of the new Ferris 
models are shown here. 
You really ought to see 


the full Ferris line. 





me FERRIS SAVE so 


For over 50 years makers of Children’s, Misses’ and Growing Girls’ Finest Shoes 


PHILADELPHIA 


Welt Factory at Philadelphia, Pa. Turn Factory at Cleveland, O. 
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NEW GROVER 
IN STOCK STYLES 


No. 6873 


No. 6873—Black Kid. Cut-out quarter. 224 Last. 
Turn sole. 13/8 covered Cuban wood heel. 
In Stock Widths AA-D $4.85 


No. 6870—Same style as 6873 in Black Patent. 
In Stock Widths AA-D $4.85 


No. 6646-R—Black Kid with cut-out quarter. 
231 Last. Turn sole. 13/8 rubber topped heel. 
In Stock Widths AA-D $4.50 


No. 6789-R—Same style as 6646-R in Black Kid 
with imitation turn edge, Goodyear welt sole. 
In Stock Widths AA-D $ 

No. 6912-R—Same style as 6646-R in Stroller 
Tan Calf with’ perforated vamp and quarter. 
Imitation turn edge, Goodyear welt sole. In 
Stock Widths AA-D t 


No. 6646-R 


J. J. GROVER’S SONS CO. 
STONEHAM, MASS. 


ton Office: New York Office: Los Angeles Office: 
5341 Hotel Statler Marbridge Bldg., 1020 Loew’s State 
Bidg., 47 West 34th St. Bidg. 
Park Square 
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Fair Sex Shoes Are 
Bought with Confidence 
Sold with Profit 


We offer for im- 
mediate delivery, 
fine fitting pumps 
of German Silver 
Kid and of White 
Satin, 


Nor building 


down to a 
price, Fair Sex 
can give proper 
attention to the 
elements of fit 
and workman- 
ship. These es- 
sentials, com- 
bined with the 
use of standard 
materials, 
makes their 
shoes outstand- 
ing. 


‘‘Feet-ure Fit’’ 
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Shoe Market News 


in the Boot and Shoe Recorder 
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EVERY WEEK 








Asserts Fair Weather May Minimize 
Damage Resulting from Flood 


Next Two Weeks Should Tell 
the Story, Says Brown Shoe 
Co. Official 


St. Louis—Several factors must be 
considered in any attempt to estimate 
the effect of the Mississippi flood on 
the shoe industry. One important fac- 
tor is what the government will do in 
aiding the agricultural districts which 
have been leveled, says Frank James, 
vice-president of the Brown Shoe Co. 
Discussing conditions in the flood area, 
he said: acoeeieed 

“As to what effect the Mississippi 
River flood will have on the general 
shoe business, I believe there is no 
question but that it will have a de- 
pressing effect temporarily on all busi- 
ness along the Mississippi River, from 
St. Louis to New Orleans; however, | 
cannot feel that the damage will be 
sufficient to permanently affect the 
shoe business as a whole. ; 

“It is not known at this time just how 
much of the agricultural lands of the 
Mississippi Valley are inundated, as 
levees are breaking daily, throwing the 
waters from the river into unprotected 
sections. , 

“I should say that if the Middle 
West and South should enjoy fair, open 
weather during the rest of May, the 
damage would be greatly diminished; 
however, should the rains we are now 
experiencing continue for another two 
weeks, they will probably prevent those 
sections which are now under water 
from making a crop during the year. 
This would be a serious blow, indeed, 
as much of this flooded country in- 
cludes some of the richest cotton pro- 
ducing lands in the United States. 

“At this time it is not known just 
what the government will decide to do, 
nor what means of relief they will have 
to offer. There is one thing certain, 
however, the flooded sections will have 
to be rebuilt from the ground up, as 
farm buildings, live stock, farming im- 
»lements, feeds of all kinds, etc., have 
coun swept away, all of which will 
have to be replaced before a crop can 
even be started. 

“In spite of all this I cannot help 
but feel optimistic, knowing that the 
American people always rise to the oc- 
casion and that our government will 
not be found lacking. Further, know- 
ing from personal experience that the 
South recuperates from disaster more 
quickly probably than any other section 
of the United States, I cannot help but 
feel that the damage to the shoe busi- 
ness as a whole will not be great.” 








Legs Are Always News 








| ee 


The “Daily Mirror,” one of New 
York’s tabloid newspapers, devotes 
the center of one of its pages to the 
Queen Quality Shoe Fashion Show 
held at the Hotel McAlpin 








dain 


High Rate of Activity 
Reported in Shoe Trade 


ENpIcoTT, N. Y.—Activity in the 
shoe trade is greater than at any pe- 
riod since April, 1923, according to the 
Endicott Johnson Corporation, which 
has announced that while its factories 
are on a full capacity basis of 130,000 
pairs daily, orders last week ran 54 
per cent ahead of production. Sales 
were above 92,000 dozen, as compared 
with 55,000 dozen the same week a year 
ago. Demand has continued on the 
same heavy scale so far this week, and 
all sections of the country are partici- 
pating in the buying, which is in no re- 
spect regional, it was stated by H. C. 
Clark, sales manager. 

While some of the activity is attrib- 
uted to anticipation of higher prices 
due to the shortage and rising prices 
in the hide market, which is now 37 per 
cent above last year, the Endicott John- 
son officials believe that the greater 
part of it is normal. Mr. Clark stated 
there is no indication that the retail 
trade is departing from its practice of 
maintaining stocks at a minimum, al- 
though fall buying is much heavier 
than it was at this time last year. 





Brockton Factories Are 
on Curtailed Schedules 


BROCKTON — Production further 
lagged during the week with the sea- 
son of stock-taking a few weeks nearer. 
Most of the factories are operating, 
but on curtailed schedules. Plants 
turning out the better grades of shoes 
seem to be getting the brunt of the 
business, but even though there has 
been a spurt in immediate deliveries 
business, these shops for the most part 
are operating only five days a week. 
Most of the factories on job shoe work 
are running half days. 

Pumps and oxfords for women in 
dark tans, silver gray and black and 
with heels continuing high are feature 
shoes on which designers now are at 
work. Two concerns featuring women’s 
lines will experiment with oxfords with 
tongues gracefully fluted and about a 
half inch above the vamp, which will 
have two or three eyelets on either side. 
Trim lace ties with attractive orna- 
ments are to give added beauty, the 
strings to be in contrasting though 
harmonious colors. Another oxford in 
the newest designs is fluted or scalloped 
around the whole top of the vamp. A 
short to a medium toe is seen among 
what few of the designs are available 
to date. There will be a trend to 
patent leathers, too, judging from the 
buying for future wants of much of 
that kind of leather. 

Men’s designs have not been de- 
veloped to the extent where many of 
them are being shown as yet. One firm 
is featuring a lot of designs in Russian 
calfs in tan colors, with a fairly heavy 
sole and with wing tips. Soft boxes 
will be another feature tried. An ef- 
fort will be made further to encourage 
the trend to higher heels judging from 
some of the models. Some firms have 
stocked for these 


further lasts 


styles. 


on 


Open N. Y. Offices 


NEW YORK.—The Moore Shoe Com- 
pany, St. Louis, recently opened a new 
sales office and style studio at Room 
840, Marbridge Building, New York 
City. Mr. Sam S. Epstein is in charge 
of this office. The Moore Shoe Com- 
pany produce the line of “Styleader” 
shoes, and during the Brooklyn style 
show they had them on display at the 
Imperial Hotel as well as at their New 
York office. 


Wohl Off to Europe 


St. Louis, Mo.—David P. Wohl, of 
the Wohl Shoe Company, sailed June 3 
from New York on the S.S. Majestic. 
Mr. Wohl was accompanied by Mrs. 
Wohl and their children. They plan 
to visit France, Italy, Switzerland and 
England, and expect to return on the 
S.S. Berengaria Aug. 26. 
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“Over Fifty Years of Service’’ 


Consider These Three Points 


in Central Insurance 


Protection After Loss— 


The fundamental idea of insurance is the protection involved in replacement of 
loss. Central Policies provide the most complete and satisfactory coverage. They 
have ample resources behind them combined with a reputation for fair adjust- 
ments and prompt settlement of honest losses. Protection after loss is assured. 


Prevention of Loss— 


The development of the insurance idea has brought a general realization that an 
even greater service can be rendered in the prevention of loss. Central’s fire pre- 
vention engineers are unusually efficient and through them we offer an unexcelled 
service in the elimination of fire hazards. 


Cost of Insurance— 


Quality of service assured, the next consideration for the careful buyer is cost. 
History has demonstrated the soundness of our theory that a careful inspection of 
property and the acceptance of only those that could qualify as approved risks, 
would mean fewer fire losses among our policy-holders and a reduction in in- 
surance cost to those whom we serve. We are now paying a dividend of 30% to 
our policy-holders, which represents an actual saving of 30% in their insurance 


cost. 


If your property can qualify as an approved risk and you are inter- 
ested in the quality of protection we offer and the saving in cost 
which our policies represent, write us for further information. 


A Friendly 


“8 toCCENTRAL 


Manufacturers Mutual Insurance Company 
of Van Wert, Ohio. 


FIRE AND AUTOMOBILE INSURANCE FOR’ SELECT RISKS 
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Craddock-Terry 
Explains Move 


Made in West 


John W. Craddock, chairman of the 
board, Craddock-Terry Co., Lynchburg, 
Va., operating branches in St. Louis, 
Mo., as McElroy-Sloan Shoe Co.; at 
Milwaukee, Wis., as Harsh & Chapline 
Shoe Co., and also at Baltimore, Md., 
as Craddock-Terry Co., in response to 
recent inquiries about the company’s 
business, makes the following state- 
ment: 

“In view of certain unauthorized and 
inaccurate rumors as to the company’s 
future plans and policies, which have 
reached us recently from several wide- 
ly scattered sources, I feel that the 
trade throughout the country wiil be 
interested in a brief statement pertain- 
ing to the company’s plans and policies. 

“In view of the enlarged capacity of 
the company’s plants at Fulton and 
Louisiana, Mo., at Lynchburg, Va., and 
at Milwaukee, Wis., and the more 
favorable conditions existing in these 
localities for producing the lines of 
shoes heretofore made in the company’s 
St. Louis plants, it has been determined 
to cease manufacturing these lines in 
St. Louis and transfer the major part 
of the shoes heretofore made there to 
the Fulton and Louisiana factories and 
to produce the remainder in its Lynch- 
burg plants. The plants continuing 
in operation have a capacity consider- 
ably in excess of the maximum produc- 
tion heretofore—including the St. 
Louis factories—and are capable of 
further expansion. 

“This change eliminates a very ex- 
pensive organization which has been 
maintained in St. Louis and releases 
valuable property which can be utilized 
to advantage in other respects. The 
more favorable manufacturing condi- 
tions existing in the plants which take 
over the St. Louis business will enable 
the company to put out shoes of equal 
value, style and workmanship at more 
attractive prices, and will be decidedly 
to the advantage of the company. The 
officers of the company, its salesmen, 
and its large number of retail cus-, 
tomers, who are conversant with the 
situation, are unanimous in feeling that 
the change is a wise one and will ma- 
terially strengthen the company’s al- 
ready strong position. 

“In this connection, it may be of in- 
terest to inform you that the com- 
pany’s shipments for the first four 
months of this year are $6,724,529, 
against $5,704,521 last year, showing a 
gain for the period of $1,023,000. Its 
collections for the same period also 
show a gain of over $1,000,000. This 
in face of rather dull conditions of the 
shoe business at large is gratifying, 
and with the improvements in the lines 
of shoes made by the company, which 
will be reflected in its product from and 
after about June 1, the company looks 
forward to running all of its factories 
at maximum capacity for the remainder 
of the year, and is confident that its 
output and sales will be in excess of 
any previous year in its history. 

“Tt may also be of interest to an- 
nounce that at a recent meeting of the 
board of directors, Mr. George P. 
Utley, managing director of Harsh & 
Chapline Shoe Co., Northwestern 





branch, was elected a vice-president of 
the company and that Walter B. Yater 
of St. uis, who has been connected 
with the McElroy-Sloan branch since 
its inception, was added to the board of 
directors. 

“The McElroy-Sloan Shoe Co. branch 
at St. Louis, continues as one of the 
most successful operations of the com- 
pany and is showing a larger gain in 
shipments so far this year, than any 
of the other departments, with the 
prospect of breaking all previous rec- 
ords for volume in 1927. The com- 
pany’s plants at Fulton and Louisiana, 
Mo., are under the direct management 
of McElroy-Sloan Shoe Co. and it is 
estimated that these plants will pro- 
duce more shoes during this year than 
were made last year in the Missouri 
factories—including those in St. Louis. 

“The outlook for the business is the 
best, in my opinion, that it has been at 
any time for the past three years.” 


evenagevevassaneeananencnovaggens same idecttct MM 


More Lindbergh! 


Striking while the iron is hot is the 
mainspring of success in shoe design- 
ing. Just to show what he could do if 
pressed, one of the designers of the 
United Shoe Pattern Company of Lynn, 
Mass., comes out with “The Lindbergh.” 
It is of black patent with silver gray 
kid trim and the same for the ornament 
base. The propeller is of metal or cel- 
luloid and is mounted on a spindle, 
revolving at each step. 


New Dawn Shoe Co. Formed 


Wausau, Wis.—Dr. Sommer’s New 
Dawn Shoes for men which were manu- 
factured for about eight ears by the 
Marathon Shoe Company, Wausau, 
Wis., and for a short while by the Ol- 
son Shoe Manufacturing Company, 
will hereafter be made by the New 
Dawn Shoe Company. The New Dawn 
Shoe Company has a complete special- 
ly equipped factory at Merrill, Wis.; 
the main office is at Wausau. 

Dr. Sommer’s New Dawn Shoes will 
be made, as heretofore, by the Pentler 
& Short Patented Improved Welt Proc- 
ess, and will include such special fea- 
tures as a patented nail-less heel seat 
and patented nerve-resting shock ab- 
sorber. A number of specialties in 
semi-dress, sport and service shoes and 
oxfords for men and boys have been 
added to the New Dawn line. These, 
together with the seamless shoes. which 
have attained country-wide distribu- 
tion, are in stock at Wausau, Wis. 





Warmer Weather Badly 
Needed in Shoe Trade 


HAVERHILL, MASs.— Unseasonable 
weather is reacting against the shoe 
manufacturing industry and shoemen, 
after a study of the retail markets, are 
free to place much of the responsibility 
for the unsatisfactory trade conditions 
on the elements. Production in the lo- 
cal industry is maintained at about 50 
to 60 per cent normal, volume continu- 
ing at about the same level which has 
marked early May. Small-lot, hand-to- 
mouth buying continues general. Sum- 
mer-wear moves only in moderate vol- 
ume although sunny skies and warm 
temperatures, it is believed would 
quickly stimulate demand for the sum- 
mer sandals, smart pumps, doggy 
sports, and oxford types. 

Fall and winter preparations con- 
firm earlier statements pointing to 
plainer footwear. Just what the new 
trend will mean to Haverhill, which is 
a recognized novelty center, is yet to 
be determined, but the opinion has been 
expressed by leading shoe men that 
good taste in footwear will be more of 
a stimulus to production than the in- 
troduction of the unnumbered ex- 
tremes in footgear of recent seasons. 
The plainer effects unquestionably will 
increase pair production and relieve 
many of the production evils. of the 
fitting rooms. Oxfords are going to 
vie with pumps for fall, it is obvious, 
with the high front, filled-in types 
meeting with genuine approval. In 
direct contrast to a year ago, the solid 
oxford is here. 


E-J Golf Course 


ENpicotT, N. Y.—Construction of «a 
standard 18-hole golf course and club- 
house for men and women shoemakers 
in the Endicott-Johnson factories has 
been started on the banks of the Sus- 
quehanna River here by George F. 
Jchnson, president of the company. The 
club will be a private corporation, with 
membership at a nominal fee restricted 
to workingmen and women, but will be 
open on a green fee basis to the pub! ° 
during factory working hours. The 
course will cost $30,000, exclusive of 
the ground and clubhouse, and is to be 
self-supporting. A recognized profes- 
sional will be employed, and the club 
will compare in every way with the 
best private clubs. 

“Golf should be democratized,” Mr. 
Johnson stated, “and should not remain 
a rich man’s game while the working 
people continue to pitch horseshoes and 
watch baseball. It is a good exercise 
and recreation, and should be available 
to all. There is no room for snobbery 
in our sports.” 


35% Sales Gain 


CINCINNATI, OHI0O.—Stanley Dutten- 
hofer, president of the Stanley Dut- 
tenhofer Shoe Company, reports a gain 
of over 35 per cent in sales at the vom- 
pletion of his third fiscal year over the 
sales of the second year. His factory 
at present is running at full capacity, 
and, according to Mr. Duttenhofer, 
every indication points toward sub- 
stantial gains for the present year. 
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DIFFERENTLY BUILT, 
oe? olCo 


eS ead olCos 





IN STOCK 


Black Kid Copeg-Arch Oxford— 
Chester Last—USMC ply rubber 
heel—medium weight sole. 
AAAA/AA 8 to 12, AAA/A 8 
to 12, AA/B 7 to 12, A/C 6% 
to 12, B/D 6 to 12, $6.00. 


This shoe receives a second lasting, 
which insures a permanently snug fit for both 
insole and upper in the arch. A skived 10 iron 
sole leather shank, reinforced with 19 gauge 
spring shank steel, is pegged through a double 
thick, close-fibred insole. Yet this sturdiest con- 
struction saves weight as compared with built-in 


steel arch supports. 


The Copeland & Ryder Co. 


Jefferson 


Wisconsin 

















IATA 


eo oleae 


“Lenox Welt Plain Blucher” 
3109—Child’s Patent, 4 to 8. .$1.60 
4109—Child’s Patent, 84% to 11 1.90 
5109—DMisses’ Patent, 1112 to 2 2.25 
3108—Child’s Tan Calf, 4 to 8. 1.60 


4108—Child’s Tan Calf, 8% to 


5108—Child’s Tan Calf, 11% 


to 2 2.25 


SMART SHOES REASONABLY PRICED 
—3 W’S LENOX— 
IN STOCK NOW 


Patent Colt One Strap 
Diamond Cut Out 

4609— 8% to 11 
5609—11'% to : 
Same—But Black and White Trim 
4612— 8% to 11 
5612—11% to 
7612— 2% to 6 (Cuban Heels) 2.45 





Weimer Wright & Watkin Co. 


39 S. SECOND ST. 


PHILADELPHIA, PA. 


FACTORY: ANNVILLE, PA. 
Sole Distributors for New York and Vicinity, Merritt Elliott & Co., 132 Duane St., 
New York, N. Y. 


Tallrd! 





Children’s, Misses’ and Growing 
Girls’ T-Strap, Cut Out 
_4606—Child’s Patent Black, 
Iguana Trim, 844/11... $2.10 


5606—NMisses’ Patent Black, 
Iguana Trim, 1144/2... 2.30 


8606—Growing Girls’ 214/7, 


Covered Heels 


4608—Child’s Parchment, Rep- 
tile Trim, 844/11 


5608—Misses’ Parchment, Rep- 
tile Trim, 11% 


ral 
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Manufacturer and Retailer Both Know 


A Silk Stitched Shoe is Better 


The Difference in Cost is Less Than 1/2c. per PAIR! 


A silk stitched shoe with all its superiorities costs less 
These Leaders of the than one-half cent per pair more than the same shoe stitched 
hoe Ind with the cheapest thread. 
Shoe cap~agl, a Silk stitching stands up under the elements and hard wear. 
Stitch Their Shoes With Silk stitching looks neater because of the finer perforations 
CORTICELLI and because silk sinks into the leather. A silk seam does not 
SILK MACHINE TWIST collect dust and dirt. Silk stitched seams are stronger and 
more elastic, hence do mot break or rip. 

We shall be glad to have our representative call and submit 
EDWIN CLAPP & SON, INC. actual figures covering comparative costs of using Cor- 

W. L. DOUGLAS SHOE CO. ticelli Gilc Edge Silk Machine Twist in your factory. 


REGAL SHOE CO. THE CORTICELLI SILK COMPANY 


130 Essex St., BOSTON 136 Madison Ave., NEW YORK 
M. A. PACKARD CO. 159 St. Paul St., ROCHESTER 1314 Washington Ave., ST. LOUIS 


THE RICKARD SHOE COMPANY 


BANCROFT WALKER COMPANY 
BLISS & PERRY COMPANY ° ° 
Aind many others 


SILK MACHINE TWIST 














To the Trade: 
Be Certain the Leather 


in your Shoes is 


GENUINE 
SOFT & TOUCH SCOTCH GRAIN 


There Is Only One Genuine Scotch Grain 


m ORIGINALLY INTRODUCED AND MADE ONLY BY— 
W. & J. MARTIN GLASGOW, SCOTLAND 
All Others Are Imitations 
‘““MARTIN’S SCOTCH GRAIN” has been proved reliable for wear and good 


appearance. 


Specify “MARTIN’S SCOTCH GRAIN” for your shoes and retain the good- 


will and confidence of your customers. 
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WHERE TO BUY 
Men’s Shoes 








HENRY LILLY CO. 
110 Duane St. New York 


AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 














FoR MEN 
(P) M. A. PACKARD CO., Makers (P) 
BROCKTON __, 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 


Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
SHOES 


Brockton, Mass. 























Richards & Brennan Co., Randolph, Mass. 


pera 
BOgTseaa > 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 























“Che Carried Stock 
11 South cath Street 
(y 0’ BROCKTON 
> hoe oe BOOT & SHOE 

FOR MEN ton, Mase. 











RADE ONLY" 


EAST WEYMOUTH. MASS U.BA 
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Ask Me Something Hard 


retailing this summer? 
2.—When will it be? 
3.—Where will it be? 
4.—How long will it last? 


there? 


now ® 





By Frank P. Meyer 


1.—What will be the most important event in the realms of shoe 


5.—What two main features will distinguish it? 
6.—Who of importance is sure to be there? 
7.—Why should every shoeman in the United States want to be 


8.—What is of imperative importance to the reader of this right 
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Buying for Autumn 
Begins Early in Lynn 


LyNN—Lynn is moving along with 
fashions for fall, and with styles 
simpler and prices rising there is some 
early buying. But the real ordering 
of footwear for fall will not come un- 
til the time of the big Boston show, 
or right after Fourth of July. 

With styles simpler, new lasts show 
more lines of grace. Toes narrower, 
vamps longer and heels lower sums up 
the story. Not slim toes, but toes less 
conspicuous for width. Vamps are 3 
or 3% inches long. Heels are 19/8, or 
possibly 20/8 for formal dress, and 
14/8 for informal dress and volume 
business. Fit must be precise. This 
stands out above all things just now. 

Also, with styles simpler, leathers 
are again of finer grain, and of as ex- 
cellent finish as tanners can produce. 

Patents continue foremost, in samples 
for fall as well as in production for 
summer. Whites are mixed. Last week, 
a lively firm was making 75 per cent 
whites, for right off delivery, while an- 
other equally lively firm was making 
just a spviebiing of whites. Tans, in 
calf and kid, are good for summer and, 
of course, the brown tones are going in 
the fall. Suedes are getting stronger, 
with blacks and browns leading, and a 
few high colors, also a strong insistence 
that suedes be of a fast color that will 
not crock, and soil a stocking when a 
woman crosses her ankles. 

Pump effects, including operas, 
straps and step-ins are well in the 
lead for fall. One new sample line, 
now on its way South and West, is 
made up of 75 per cent pump sty‘es, 
and more than half of these ire 
adorned with fancy bows, buckles or 
slides. In other lines, many of the 
new models present oxfords and ox- 
ford effects, including ties. 
range from three eyelets to eight eye- 
lets, or low front or high fronts, with 
the trend toward lower heels favoring 
the lower fronts. Makers of welts are 
more optimistic on oxfords than for 
a long time. 

Mention of boots is ventured with 
caution. But designers are working 
on modified Wellingtons and Cavaliers, 
and one of them says that boots may 





yet arise from the sea of styles. 


Designs | 





Prices are boiling, because hides are 
going up, and tanners are moving up 
quotations on both sole and upper 
leather. Some lines of shoes are being 
refigured 


Wilson Buys Webster Hall 


DETROIT, MicH.—Merle M. Wilson, 
manager of the Webster Hall Boot 
Shop, 5046 Cass Avenue, this city, re- 
cently bought the store and will con- 
tinue as manager as well as owner. 
Mr. Wilson came to the Webster Hall 
Boot Shop Jan. 1, this year, with a 
valuable experience of several years 
acquired in the shoe department of L. 
Strauss & Company of Indianapolis. 
The Webster Hall Boot Shop, catering 
exclusively to men’s trade, at prices of 
$6 to $12, carries Crossett shoes only, 
and under the management of Mr. 
Wilson has been showing a good in- 
crease in sales over those of past years. 





Navy Wants Shoes 


WASHINGTON, D. C.—The Navy is 
calling for bids on 60,000 pairs of high 
black shoes, blucher style, sizes 5% to 
11 under Schedule 7309, opening June 
14, 1927. Bidding blanks, containing 
specifications, may be obtained by in- 
terested manufacturers upon applica- 
tion to the Bureau of Supplies and Ac- 
counts, Navy Department, Washington, 
D. C. 


New Vamp Easer 


To take the 
“cut” out of a 
vamp and not 
stretch any other 
part of the shoe, 
this vamp-easer 
has been invented 
by Theodore Car- 
ter. The device, 
as shown in the illustration, is placed 
in the shoe and the screw turned. The 
block resting against the counter forms 
a' fulcrum for pressure on the movable 
block in front, which is sq shaped that 
it stretches only the top of the vamp, 
where stretching is necessary. 
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RETAILERS. 





And Here Are The Answers 


Also by Frank P. Meyer 


1.—The most important event in the realms of shoe retailing 
this summer will be the CONVENTION of The ILLINOIS SHOE 


2.—It will be held JUNE 20, 21, 22. 
3.—It will be held in the New Wolford Hotel at Danville, Ill. 





VUDULUAU UA EOUED AONE 


4.—It will last four days if you include Sunday the 19th—most 


of the live ones get in on Sunday. 


5.—The two main features will be the Recreation program and = 


the Business program. The Recreation program is replete with 
Fun, Food and Drink. The Business program will bristle with 
Talks will be terse and to the point. 


6.—Everyone of importance in the shoe business is sure to be 


Brainy helps for Busy Men. 


there. 


7.—Every shoeman in the United States should want to be there 
for the fun he will get out of the Recreation program and the fun- 
damentals of successful shoe selling he will get out of the Busi- 


ness program. 


8.—Wiring of reservations to Frank P. Meyer, Danville, III., 


NOW. 


Volk and Brown Join Board 


BALTIMORE, Mp. (UTPS)—Two new 
members have been added to the Balti- 
more Shoe and Leather Board of Trade. 
The P. H. Volk Company, wholesale 
dealers in leather, 2-4 West Lombard 
Street, and David Brown, 807 East Bal- 
timore Street, wholesale dealer in shoes, 
have joined the organization. The 
membership of the association now con- 
sists of the representative shoe manu- 
facturers and wholesalers of this mar- 
ket. The Baltimore Shoe and Leather 
Board of Trade is composed entirely of 
manufacturers and wholesalers of shoes 
and leather. 


Shoe Named for Stage Star 


HAVERHILL—The “Julia Rooney” 
sandal is the style name distinguishing 
one of the newest modes coming from 
the local factory of the Felstiner Shoe 
Co. The local company, makers of 
women’s turn slippers, has supplied 
some of the leading stage stars of the 
country with footwear. The “Julia 
Rooney” sandal is named for the sister 
of the inimitable “Pat” Rooney, musical 
comedy favorite. Miss Rooney recent- 
ly received from the Felstiner company 
two styles of the new sandal. The 
sandal is made up in white kid-‘with 
colored kid trimming in the high hues 
of red and green. 





New Shoe Stores 


C. E. Ahearn, 161 Broadway, South 
Boston. 

Buck’s Booterie, Beatrice, Neb. 

Reed Hosiery and Shoe Store, 4820 
North Broadway, Chicago, IIl. 

Modern Shoe Store of Rhinelander, 
Inc., Rhinelander, Wis. 

Coward Shoe Store, corner Mason 
and West Streets, Boston. 
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Business Conditions Are 
Excellent in Northwest 


MILWAUKEE, W1s.—Local shoe manu- 
facturers selling in the Northwest 
territory are keenly interested in the 
report on business conditions in that 
section of the country, which has been 
given by E. A. Lalk, general passenger 
agent here for the Milwaukee road. 
Mr. Lalk, together with H. E. Byram, 
receiver for the Milwaukee road, made 
a trip into Iowa, northern Wisconsin, 
Minnesota, and the Dakotas to learn 
about general business conditions. 

They are very promising with ex- 
oaak agricultural prospects, both of 
these officials declared on their return 
here, and while industrial operations 
are being scheduled on an immediate 
delivery basis, the shipping continues 
on a better level than it was a year 
ago. 

“There is a larger volume being re- 
ceived and shipped than a year ago,” 
Mr, Lalk said. “The grain section of 
Minnesota and the Dakotas has the 
best prospects in some years. There 
is an abundance of moisture in the 
ground. Dairy prices are good and 
manufactured dairy goods are in keen 
demand. Dairy cows and meat live- 
stock are taking up the slack in wheat 
fa‘ ming. Dakota is farming on a year 
around basis.” 


Canton Walk-Over Change 


CANTON, OHIO (UTPS)-—-There has 
been a change of management in the 
Canton Walk-Over shoe store which 
was formerly operated by J. D. Zavitz. 
The store is being operated as an asso- 
ciate of the Cleveland Walk-Over shoe 
store and has been newly decorated and 
a new type of advertising is being car- 
ried in the newspapers. 





WHERE TO BUY 
Men’s Shoes 












BIon F-REYNOLDS Cow. 
BROCKTON, MASS. 








STOCK DEPT. 5 


SNAPPY . SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetson 
te Be Snappy” 
THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 








Tie onfioe 


SOMEST a1, 


50 STYLES IN STOCK 
Ready for Delivery on the Det 


EMERSON SHOE MFG. CO, 
Rockland, Mass. 

















WHERE TO BUY 
Standard Shoe Materials 


oso 











The One 
Waterproof 
Leather That 
Takes and Re 
tains a Polish 
& COOK CO. 
Tanneries at Danversport, 95 South St., Boston. Mass. 




















Strong and Flexible 


TeRLIN Counter Board 
STERLING) Made from 
ee 


The Sterling Fiber Board Co. 
Sales Office, 501 Fifth Avenue, 
New York 


est Virginia 


More dependable than ordinary leather for 
oa and Innersoles. 


p Products Department 
WestVirginia Pul Ps & & PaperCompany 
Chicago 


Detroit New Y 

















BOOT AND SHOE RECORDER 


June 4, 1927 








WHERE TO BUY 


Men’s & Women’s 
Slippers 





Men's All Leather House Slippers 


IN STOCK 
— Operas 


Golden Brown Kid 
—Hand Turned—8 
Iron Sole—Rubber 
Heel. 


"ROTH & ROSENBERG SHOP ©OO. 
124 N. Srd St., Philadelphia 
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NoveltySlipperCo. 


Makers of 
Boudoir Slippers of the 
Better Kind 
121-131 West 19th Street 
New York City 
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The Quality 
Swan Shoe Co., Baltimore, Md. 











PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 1116, 1528 B'way 


HIGH GRADE TURN MULES and D’ORSAYS 
Gatins, Kids, Brocades and Fancy Patterns. 


~~ 


WHERE TO BUY 


Miscellaneous 








STUDY CHIROPODY 
‘© $15,000 a Year 
leal Chiropody. The 











ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 











Telephone LiBerty 8673 











Sales 


buying. 


out complete at retail. 


probably yield 35%. 


—Ed. Note.) 








Mail Order Business 
Continues to Be Heavy 


Price Increases Announced by F. 
Mayer Shoe Co. 


MILWAUKEE, WIS.—A_ tremendous 
mail order business is being done by 
the Harsh and Chapline Shoe Co., ac- 
cording to Fred W. Moritz, general 
sales manager at Milwaukee, and it is 
much larger than a year ago. The trade 
is buying for immediate delivery on the 
mail orders to fill in their stocks. Light 
shades of tans in men’s shoes are sell- 
ing now, and Mr. Moritz anticipates 
that more blacks will be sold this sum- 
mer than ever before for the warm 
weather season. There is a brisk trade 
on sport shoes also. Mr. Moritz pre- 
dicts that the darker shades of tans 
will be in favor for fall wear, while 
blacks will move also in good amounts. 
He believes that the dark brown grains 
will again be wanted. 

Business at the F. Mayer Shoe Co. 
has been holding up very well and the 
company beat its record for volume for 
any single day during the last period, 
Fred W. Mayer reported. Much of the 
footwear going to the trade consists of 
the staple lines made by the Mayer 
company, and the color situation has 
not changed, Mr. Mayer said. There 
is a good future business due to the 
fact that the Mayer company an- 
nounced it would increase its prices on 
June 1. Mr. Mayer said that advances 
ranging from ten cents to twenty-five 
cents per pair on both the men’s and 
women’s lines all the way through had 
been made, due to the increased cost 
of leathers, principally the _ sole 
leathers, findings, and linings. He be- 
lieves that the prices, instead of going 
back to the old level as many think, 
will increase in the future. 


Merchandising Fundamentals 


By Ernest A. Burrill 
Retail Contact Man, Geo. E. Keith Co. 


ofit-Expected vs Actual 


36,000 
WER a4. 10,010) 
Grss Prt 12000 


ably mean 30% or less in the cleanup. 


34000 
24000 
10000 





Probably in the average case the actual gross profit realized is 
nearly 5 per cent less than the amount visualized at the time of 


Every time a substantial order is bought, one of the first things 
to do is to reckon what gross profit that order will reflect if sold 
If it figures 35% on paper it will prob- 


If it figures 40% it will 


Men's shoes will show less markdown than women’s. 


It is important to know this actual difference—not guess it. 
Daily reckoning is the only safeguard. 
(The fourth of a series of ten merchandising sermons in tabloid form. 











Install New Windows 


DENVER, Coto. (UTPS) — Ford’s, 
1543 Curtis Street, believe in having 
things right. This new store, not sat- 
isfied with the original background has 
torn it out and replaced it with a new 
effect in a cream tile against which the 
shoes displayed stand out in clear and 
incisive relief. Countersunk in the wall 
of each of the two windows is a walnut 
frame hung with ornate draps. An 
entire new set of walnut fixtures is 
now in use. 

E. M. Schluter, manager, is recover- 
ing from an attack of “flue.” A. F. 
Schneider, assistant manager, said that 
a T ?rc, number of black shoes are 
so 


Buttons for Men 


SAN ANTONIO, TEX., May 24 (UTPS) 
Something out of the ordinary in the 
way of a man’s oxford is being shown 
by the Walk-Over Boot Shop, where 
Jack McRae, manager, has put out a 
low-cut button shoe on a stylish last 
and in popular shades. 

“Why not buttons?” he asked. 
“Styles travel in circles and buttons 
used to be all the rage.” 

They are selling well, McRae said. 


Issue Style Book 


DENVER, Coto. (UTPS)—Weaver’s, 
628 Sixteenth Street, have got out 
an attractive brochure entitled “Book 
of Summer Styles,” free for the asking. 
It is finely printed and illustrated on 
good paper and is really a valuable 
contribution to thoughts on vogue in 
footwear. A new fabric imported from 
Spain in pumps is proving a popular 
seller in a better grade of shoe. 
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To Retail Shoe Merchants: 


price of raw material. 


from $0.08 to $0.15 per pair. 





must advance in price very soon. 


We believe that the dealers who are served by this Association ought 
to be given definite knowledge of these facts. 


National Association of Shoe Wholesalers. 





Leon Kahn Co. Moves 


DALLAS, TEX. (UTPS)—The Leon 
Kahn Shoe Co. has moved from its old 
location on Shoe Row, where it had 
been located for a quarter of a century, 
to a temporary location at Elm and 
Exchange. The company still is on 
“shoe row” but will be there only a 
short time. The company announced 
its lease on the old location expired be- 
fore its new quarters had been remod- 
eled and refurnished and that it was 
necessary to open in a temporary es- 
tablishment pending completion of the 
new home. 

It is announced that the entire stock 
of the company will be placed on spe- 
cial sale during the occupancy of the 
temporary location. 


Beal’s Not to Quit 


DENVER, CoLo. (UTPS)—Beal’s, 1120 
Sixteenth Street, have changed their 
minds. The announcement made some 
time ago that they were quitting busi- 
ness ‘has been retracted in another an- 
nouncement, which reads: 

“We apologize. Two months ago we 
sold our fixtures and lease to other par- 
ties, expecting to vacate this store by 
June 1. Unfortunately we were com- 
pelled ‘to cancel the contract and will 
continue as before. No misrepresenta- 
tion was intended in announcing the 
‘quitting business sale,’ and although 
this deal has somewhat altered our 
plans, no one has suffered or lost by 
the transaction.” 


New Shoe Stores 


Mrs. D. L. Carter, Main Street, 
Lawrenceburg, Ky. 

Charles Elphic, Hampton, Iowa. 

A. M. Reed (Proven Arch Shoe 
Store), 4820 Broadway, Chicago, IIl. 

Haines One, Two & Three Shoe Store, 
Forest City, N. C. 


A Timely Word as to Future Shoe Prices 


It is a certainty that the price of finished shoes must follow the 
It is a fact that both upper leather hides and 
sole leather hides are extremely firm, and prices have already ad- 
vanced to an amount equivalent to an advance in finished shoes of 


We make no attempt to forecast prices for the future. 
is a fact that shoes now being offered at prices based on the hide and 
leather market of March and April are being offered at from $0.05 to 
$0.15 per pair less than the present replacement value. 

We are neither hide nor leather merchants and cannot pretend to 
predict future price levels in these commodities, but if the present 
price level of hides continues, without any additional advance, shoes 





However, it 


RALPH B. JONES, President, 








Investigating Damage 
in Flooded Districts 


St. Louis, Mo.—In common with all 
other lines of business, the shoe trade 
suffered heavily as a result of the flood 
which literally inundated the lower 
Mississippi Valley, according to advices 
received by the St. Louis branch of the 
Endicott Johnson Corporation. Hun- 
dreds of retail shoe stores in Arkan- 
sas, Louisiana and adjacent territory 
were completely under water, and had 
their entire stocks virtually wiped out. 

In order to obtain a first-hand view 
of the situation, C. L. Hein, assistant 
sales manager, and Dwight L. Nelson, 
assistant credit manager of the Endi- 
cott Johnson Corporation, have gone to 
the flooded region to consult with the 
retail trade and arrange for such new 
stocks and credit facilities as may be 
necessary to tide dealers over the re- 
habilitation period. Demand for shoes 
to replenish stocks is already very heavy 
in the flooded regions, the Endicott 
Johnson Corporation reports. 


Limoges and Barnes 


Buy White Shoe Shop 


Des MOoINEs, IOwA (UTPS)—Joseph 
Limoges, newly elected president and 
treasurer, and R. J. Barnes, secretary, 
have purchased the entire stock of the 
White Shoe Company from the W. L. 
White estate. Mr. Limoges has been 
president of the company for the last 
eight or nine years, and Mr. Barnes 
has been connected with the store for 
the last thirty-three years. 

The White Shoe Company, known as 
the “Sleepless Shoemen,” is one of the 
eldest retail shoe stores in Iowa. It 
was founded more than fifty years ago 
by the late W. L. White. The new 
owners will conduct the business with- 
out change, as they have been very for- 
tunate in securing a twenty-year lease 
at the present location. 


WHERE TO BUY 
Ballet Slippers 
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BALLET SLIPPERS-IN STOCK 
of the unusual kind 
Bi02 Bik. Glazed Kid, Soft Tee 


Child’s 6 to ti—$1.35 

Misses’ 11% to 2— 1.40 

Women's 2', te 8— 1.45 
Alse Hard Toes 


HERDER, Inc. 


SCHWARTZ & 
Specialists in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 


In STOCK 
, Women’s, hw 36; 
sees’, : 


pat 4 

Sampl ly 

ROTH & ROSENBERG SHUE Cv. 
124 N. 3rd St., Philadelphia 








Im Steck Black Bal- 
let Slippers 
Ladies’ fi:3o pr. 
Misses’ $1.20 pr. 
Obilds’ $1.15 pr. 


SLOG SHOE ©O., Ino. 
147 Duane 8&t., 


New York, 7 ¥Y. 








LYONS AND COMPANY 
Hand Turn ae 
Wo's. Miss Chd's. 
$1.45 $1. <6 $1.35 
Also Hard Toes 
IN STOCK 
Send for Samples 
122-124 Duane St. 
New York, N. Y. 








Sumith 
@ALLETS 


Rights and Lefts 
Two Grades 


we. 
SUMNER 
SMITH 
325 W. Monroe St 
Chicago, tl. 








25: 
Women's “ 35. 
Alse pow S Grades 


New York 


ise W Brey 


Samples on Request Everyihine 











WHERE TO BUY 
Children’s Shoes 





“ELAM” 
FlexibleTurn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE co. 
ROCHESTER, 
Boston Office, 183 cee “Street 
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WHERE TO BUY 


Women’s Novelties 


You can on our line. 
Samples sent and re- 
turnable our expense. 


Samuel Cehen Shee Co. 
72-82 Linesin St. 
Besten, Mass. 





Latest Styles at 
Popular Prices 
in Stock. ~ 
ST.-NEW YORK 
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WHERE TO BUY 


Shoe Ornaments 





ZER BROTHER 
Newest Importations 
Cut Steel and Rhinestone 


SHOE ORN, 
Studded Heels 
6°8W32ndSt.New Yor! 


ili aie 


WHERE TO BUY 


Store Fixtures 





E. Hubschman, Prominent 
Leather Man, Is Dead 


PHILADELPHIA — Emil Hubschman, 
founder and head of E. Hubschman & 
Sons, calf leather manufacturers, died 
May 25 at his home in this city after 
an illness of about three weeks. Mr. 
Hubschman came to America from Ger- 
many when a youth and established the 
business which bears his name. -Under 
his direction it has grown to be ong of 
the prominent calf leather housés in 
the United States. 

Surviving him are his three sons, 
Milton, Harry and Jesse Hubschman, 
all associated with their father as mem- 
bers of the firm. Mr. Hubschman also 
is survived by his widow and two 
daughters, Mrs. Leonard Cohn, Colum- 








Chillicothe’s Newest Store 


Music and the distribution of souvenirs marked the recent opening 
of the newly remodelled store of Austin P. Hermann and William 


Hermann in Chillicothe, Ohio. 
store to share in the event. 


Hundreds of people visited the new 
An ornamental copper and brass 


marquee extends over the sidewalk and the windows have been made 
delightful by the use of craftex finish as a background and by dif- 


fuse and skillfully arranged lighting effects. 


Inside the store, 


booth shelving has been installed, ladders have been dispensed with 


and opera chairs have been well placed on the selling floor. 


There 


is, also, an enlarged hosiery department and a beautifully orna- 
mented children’s department. 








We Apologize 


We take off our editorial hat 
to Mr. A. J. Sweet and apologize 
because we made two errors in 
one sentence in last week’s is- 
sue. We inadvertently referred 
to his organization as the A. J. 
Sweet Company instead of A. J. 
Sweet, Inc., and to his product as 
Sall Sweet shoes, instead of Sally 
Sweet shoes. The error was 
made in a report of the Sally 
Sweet style show conducted in 
Gimbel Brothers’ basement shoe 
department in their Philadelphia 
store on May 19. 
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bus, Ohio, and Mrs. Morris Maybaum, 


Philadelphia. Funeral services were 
held at his home, 4538 North Broad 
Street, Friday, May 27, and burial was 
in the Mt. Sinai Cemetery. 


J. P. Kalt Dead 


MILWAUKEE, Wis.—J. P. Kalt, 66, 
head of the Kalt-Zimmer Shoe Co., for 
40 years, and which dissolved five years 
ago, died at his home here on May 22 
after an illness of two months. Mr. 
Kalt was famous in Milwaukee as a 
restauranteur, having operated restau- 
rants here for about 50 years, which 
were famous for their German cooking, 
sea food and game. 


j 





-| New Directors of the 


Thos. G. Plant Company 


BostoN—The new board of directors 
elected by the stockholders of the Thos. 
G. Plant Co., on May 26, includes Thos. 
G. Plant, Eben H. Ellison of Proctor- 
Ellison Co.; Junius Beebe of Lucius 
Beebe & Sons, Inc.; Charles J. Pres- 
cott of Proctor-Ellisen Co.; Louis J. 
Hunter of the National Shawmut 
Bank; Arthur P. Stone of the Atlantic 
National Bank; Francis H. Rowsom, 
treasurer of Thos. G. Plant Co., and 
William A. Mitchell, clerk. 

The significant feature of this an- 
nouncement is the return of Thos. G. 
Plant to an active interest in shoemak- 
ing. 


“Julia Rooney” Sandal 


New YorK—The “Julia Rooney” san- 
dal is the style name of a new creation 
being marketed by the Felstiner Shoe 
Co. of Haverhill for the summer sea- 
son. The sandal named for the popu- 
lar musical comedy star, sister of Pat 
Rooney, is of colored kid in red, green 
and blue as desired. The Felstiner 
company recently made several of the 
sandals for Miss Rooney for stage 
wear. They have been introduced 
by Miss Rooney with such success that 
the star’s name now distinguishes this 
line of. footwear.” These shoes are be- 
ing featured. in:New York by the M. J. 
Saks Shoe Corp. 
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rwood 


Shoes Radiate Beauty! 


Delightful in simplicity of design 
and harmony of colors and mate- 
rials. 








Exceptional fitting qualities that in- 
spire preference in selling. 


Move quickly and profitably. 


Your request for a Sherwood sales- 
man will in no way obligate you. 


Sherwood Shoe Co. 


Makers of Beauty Arch and Dr. Darling 
Style Footwear 


Rochester, N. Y. 


NEW YORK CITY CHICAGO 
R. F. Schneider F. J. Le Pine 
907 Marbridge Bldg. 1618 Republic Bldg 
PHILADELPHIA LOS ANGELES 
W. F. Schoell G. C. McAtee 
119 So. 4th St. 706 Forrester Bldg 
DENVER, COL. 
W. B. MeNutt, 218 Charles Bldg. 
PITTSBURGH, PA. 
Harry Waldron, Hotel Henry 


* 



































“NETTA” 
Only skilled craftsmen can bring 
out the beautiful lines of this 
attractive strap model. Sherwood 
shoemakers are skilled. 














“JEWEL” 








Another model of elegant simplic- 
ity much wanted by well dressed 
girls. Combination strap and 
dainty vamp inserts. 
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Just Completed, and the Outstanding 
prong Success of the City 


SEATING The Belvedere Hotel 


48th Street, West of Broadway 
Times Square’s Finest Hotel 


Within convenient walking distance to impor- 
tant business centers and theatres. Ideal transit 
facilities 
450 Rooms 450 Baths 


Every Room an Outside Room—with Two Large 
Windows 


Large Single Rooms Size 11’ 6” x 20’ with bath, 
$4.00 per day 
For Two, $5.00—Twin Beds, $6.00 
Large Double Rooms, Twin Beds, Bath, 
$6.00 per day 
Chairs of artistic design at absolutely Special Weekly Rates 


lowest prices. : , 
An all veneer chair and an all up- Furnished or Unfurnished Suites with serving 


oe Se pantries, $95 to $150 per Month 
ARE CONSTANTLY IN STOCK 


Send for illustrated circular of other styles. 


Educational Furniture Corporation 
723 Seventh Ave. New York, N. Y. CURTIS A. HALE, Managing Director 


Distributors Wanted 


Moderately Priced Restaurant featuring a peerless cuisine 


Illustrated booklet free on request 
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Salable Boudoirs ) iii 


For years Greeley Boudoirs have had > 

a reputation for sound, sensible value In Stock 

and everyday style. We carry them in 

stock for at-once delivery and make N 820 
_ in —— or _ i wee 

kid for immediate delivery. ‘ 

With leather or rubber heels. wer Bes. Pr.63.60 

Ask your jobber to supply 

IN you—and if he cannot— All Patent, 

write to us. 1 i 
C All White Kid, 


STOCK a Witte 
36 Pair Cases Deliveries At Once ome nt and 
Actual size 
A. W. G REELEY LINCOLN STORE SUPPLIES COMPANY 
12 Duncan Street - - - Haverhill, Mass. 1508 Washington Ave., ST. LOUIS, MO. 


re xed Novelty Findings to Retailers and Shoe Manufacturers 
TA. ae 




















Henry Lilly Company MOPNMEDICAL MEN. 
SHOE AUCTIONEERS AND a sturdy for 
COMMISSION MERCHANTS | 


NOW AT 
110 DUANE STREET committee S| 


NEW YORK, N. Y. "7 Prone Brockton 3183 
Trade Sales BURKLEY | 


EVERY WEDNESDAY and FRIDAY SHOE CO. 
PROMPT AND RELIABLE SERVICE Se ae Se Seen 
CONSIGNMENTS MAY BE SENT AT ANY TIME Brockton, Mass. | 
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There Lies the STRENGTH 
of the Shoe 





The Crawford Arch Supporting 
Shank is a durable sliding steel 
shank. The top bar is notched at 
the forepart so that it may be at- 
tached to the insole. This bar is 
made of high carbon steel, well 
tempered and hardened. The 
lower bar is fitted with an elon- 
gated slot atthe heel which allows 
a free sliding movement. A lock- 
ing device at the forepart prevents 


SFGet Gen ning teh ‘he sHANK of the shoe is its vital part. 


the outer sole. 
The life and appearance of every shoe de- 
@ pends considerably on its shank construction. 
In order to withstand the weight, friction and severe 
SPLIT RIVET 


LOCKING SHANK strain that takes place at this spot, a durable, resilient 
1 arch supporting shank is necessary. 





The Crawford Arch Supporting Shank embodies the 
combination of rigidity and flexibility. This shank 
stays with the foot in every position. When the weight 
is on the foot the rigid bar gives the necessary firm- 
ness. As the weight relaxes the flexible band springs 
with, and hugs the relaxed arch. 


- United Shoe Machinery Corporation 


Boston, Massachusetts 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 
4c per word. Minimum Charge 75c. each word of their address must be counted in the ad- 
7c per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 


When advertisers desire answers ‘to come in our care 
vertisers desire replies forwarded direct to their address 


vertisement and paid for accordingly. 
Payment in advance is required, except when regular 









































SALESMEN WANTED 








SALESMEN WANTED SALESMEN WANTED 

















SALESMEN WANTED 


Real live-wire shoe salesmen with 
an established trade in the follow- 
ing States: Arkansas, Colorado, 
Georgia, Indiana, Iowa, Louisiana, 
Utah, Minnesota, Montana, North 
Dakota, Ohio, Texas. A complete 
line of women’s medium-priced 
real hot novelties all in stock. Ref- 
erences must accompany applica- 
tions. Liberal commission, and 
wonderful opportunity for right 
men. 


Address Key No. C-798, care Boot 
and Shoe + a ag 207 South St., 
Boston, Mass. 








We want salesmen who have established 
trade, to carry our line of children’s 
dress, school and play shoes in the follow- 
ing territories: Tennessee, Indiana, Ohio, 
lowa, West Virginia, Pennsylvania, Mich- 
igan. First letter give territory covered 
in detail, present connection, shipments, 
ete. RAMSEY’S 

we a Cannot Rip” 
347 Rider Ave., New York City 











Three Salesmen Wanted 


Salesmen wanted for following territories : 
Northern California; Washington and 
Oregon; Montana, Idaho and Wyoming. 
Salesmanager, Mr. Mazur, will interview 
applicants, St. Francis Hotel, San Fran- 
cisco, during retailers convention June 13 


to 15. 
ALFRED J. SWEET, Inc. 
Auburn, Maine 








first class wholesal 
To such we offer a 


ERRITORIES of Kansas-Mississippi and 
Tennessee-Pennsylvania-Indiana, avai able to 
le shoe salesmen with records. 
real opportunity to build 
trade on a line that has real trade buildin, 
qualities. Strong proposition offered by we 
known shoe manufacturer. Address C- ~ > care 
ton, 


Boot and Shoe Recorder, 207 South St. 
Mass. 





ALESMAN for Iowa and Nebraska. 


Lin 
of children’s and Misses’ Kesco Turns and 
titchdowns; commission basis. Address THE 
KEPNER SCOTT SHOE CO., Orwigsburg 





SAESSMAN for MAINE, NEW HAMP- 
HIRE and VERMONT. One of the a 
or a 


roll. lines of Children’s shoes is o 
rm ey one residing in 


the 
be carried cs side line. , 





ome misses’ turn 


Care, care re Bost and Shoe Recorder, 207 South 
. Boston, Mass. 
ALESMEN WANTED (or Ohio, Indiana, 


rl ae Missouri, Mich Kansas 


Oklaho homa. Line of infants’, children’s 

shoes and sandals, 7% com- 
aay, THE REHR SHOE CO., Orwigs- 
urg, 


Some Mighty Good Men’s 


Shoe Salesmen 


will have an opportunity within the next thirty days of making a 
connection with a manufacturer who has been in business for many 
years, and who for the past 12 has been making men’s shoes exclu- 
sively for a nationally advertised line. 

The new line will consist of men’s dress welts to retail at $5.00 and 
$6.00, with a few staple and orthopedic numbers to round out the 
line. These shoes will be carried in stock. 

The firm is well organized, balanced and financed, having a recog- 
nized reputation for good shoemaking. 

Experienced men are wanted for middle eastern, middle western 
and Pacific Coast territories: men who are well acquainted in their 
fields. The line will be ready about July 1st, and will have an 
unusually strong style appeal. 

Automobile equipment is desirable. 

Address full particulars to C-854, care BooT AND SHOE RECORDER, 
189 West Madison Street, Chicago, Til. 

















SALESMEN wanted to carry complete line ALESMEN WANTED: HAVE YOU A 
of French Imported Steel Cut Shoe Buckles GOOD FOLLOWING IN YOUR PAR 
as side line. All territories open. Commission TICULAR TERRITORY? If so, we have a 
basis only. Must furnish references. Address place for you to display your ability selling a 
a 841, care Boot and Shoe Recorder, 207 South widely known, popularly greed line of MEN’S 
, Boston, Mass. AND BOYS’ DRESS ELTS. Every pair 
. uaranteed to give perfect satisfaction. No 
SALESMEN wanted for Michigan, Indiana, rawing account—8% commission—one-half of 
Illinois, North and South Dakota to carry, commissions paid weekly against accepted 
on strictly commission basis, a complete line orders-—settlement monthly. e are revising 
of infants’ and children’s shoes from soft soles all territories and our new line will be ready 
to misses in turns and welts. Must live near June 30th. Address C-852, care Boot and Shoe 
enough to cover territory closely. State full Recorder, 207 South St., Boston, Mass. 


particulars in first letter. No drawing q 
but prompt settlements each week. H. H. 
FREELAND, Inc., Rochester, N. Y. PRORTUNETY fer 2, Nronten salesman ti 
sell a fine establis' ine of infants’ d 
SAL -ESMAN wanted to sell to jobbers, chain chiJdren’s Brooklyn made turns. All Corytteries 











and department stores, a snappy line of 
peoeias | riced —y 4 ea ‘ sy — eae ay Wy rendre C8S3" aa Boot 
shoes. you are the right man, this is the 
saggy le nad Ay Ay, BB ee Recorder, 207 South St., Boston, 


Shoe Recorder, 207 South St, Boston, Mass. 


ESIDENT salesmen wanted by a manufac- WANTED. Resident salesman for New York 

turing wholesaler of infants’ turns, misses’ City and vicinity. Also one for Chicago and 
and children’s McKays, American welts and& Detroit. Reply to C-857, care Boot and Sho 
hoys’ Goodyear welts in the following established Recorder, 207 South St., Boston, Mass. 
tevrmerios: Pittsburgh, New York State, New 














York City, — Michigan and Ohio. A 
cants must well qualified and meant ek —~- ¥ WANTED: To carry men’s 
needa in mn Sree letter. Address C-849, care nt ee. = — a ia B40: 
coe ane Shoe Recorder, 207 South St., Boston, Armour's Ivory Kips, $2.85. Terms, 4%, 15 
» net ee a ht a 6%, pay 
IGH ib monthly on shipments. wo territories 
Gey Sine t Fea nchucTantats Gotanaleys pen, A), Alabama “andy emnenee, “(BC Ar 
retailing for $4.00, $5.00 and $6.00. This line kansas and Oklahoma. Write, giving full de- 
handled in conjunction with a well known line tails in first letter. Addrese C-859, care Boot 
of work shoes, and an excellent line of men’s ll gsae Recerder, 207 South St., Boston, 


and women’s boots. Both lines are short and 
are money makers for salesmen and retailers. 
We want only high powered men capable of HOSIERY SALESMEN to sell something 
making real money. Give complete information entirely new, LADIES’ SPATTEES, for 





with your ap —— references, etc. Pacific medium and mgd Se commission 
Coast covered. BB OS ROCK WOO OST ne ale Market 

an joe Reco * é 
207 South St., Boston, Mass. $0: , Phila., Pa, : tery co. 2 comammu 
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SALESMEN WANTED 


HELP WANTED 


HELP WANTED 





SALESMAN WANTED: To carry men’s 
line, twenty-six shoes in stock, imported and 
domestic calf skins, calf lined, $3.40; Armour’s 
Ivory Kips, $2.85. Terms, 4% days net 
30. Straight commission, 6%. Advances each 
week of 75% of commission earned the week 
before on accepted orders, the other 25% on 
agreed basis. wo territories open (a) Penn- 
sylvania, west of Altoona, West Virginia, (2) 
Michigan. Write, giving full details in first 
letter. Address C-860, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





A NEWLY established thoroughly experienced 
wholesaler of women’s stylish footwear re- 
tailing at $5 and $6 offers well qualified sales- 
men with a following of good accounts, the 
opportunity of representing them in New Eng- 
land, New York State, Pennsylvania, Maryland, 
Michigan, the Southwest and Southeast. Special 
care given to the selection of our representa- 
tives. Applications held confidential. Address 
C-861, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





EXPERIENCED SHOE SALESMEN 
WANTED to sell manufacturer’s line of 
medium priced infants’, children’s and misses’ 
turns and Goodyear welts. All shoes are 
made of good materials in order to give the 
best of service, and the line is composed of the 
latest novelties in children’s shoes, 

leathers and patterns. Can be sold with non- 
conflicting line. Commission only, and refer- 
ences required with first letter. Any territory 

here we not represented at 


w are resent. 
ROHRER & COMPANY, Orwigsburg, Pa 





ANTED—-Salesmen who have a well estab- 

lished territory to carry two samples as a 
side-line. Samples represent four standard ser- 
vice dress six-inch Blucher shoes. The best 
shoe in America for policemen, mail carriers, 
firemen, motormen, conductors, mechanics, en- 
gineers, linemen, drivers, brakemen, _steel- 
workers and sportsmen. Selling price $3.85. 
These shoes will be made by a most highly 
specialized manufacturing process. Making only 
one style shoe. A quality shoe with many ex- 
clusive construction features. Easy to sell and 
will build up a repeat business. If you have 
a well established territory and these shoes do 
not conflict with your regular line, this will 
be your ongersanty to double your earnings. 
Write to MUSEBECK SHOE COMPANY, 
Danville, Illinois. 





ANTED: Salesmen with established trade 

to represent us in Louisiana, Georgia, Ala- 
bama, (lowa and Nebraska), Michigan and 
Pennsyivania. Line consists of fast selling 
women’s novelty McKays priced at $3.50 to 
$4.85. Liberal commissions and wonderful 
proposition for men of proven ability. Refer- 
ences must accompany application, otherwise 
will not be considered. SHU-STILES, INC., 
1330 Washington Ave., St. Louis, Mo. 





SALESMAN wanted to carry line of genuine 
and welt moccasins on commission basis in 
Philadelphia, Maryland and Washington, D. C. 
Can be sold to department and high grade shoe 
stores. Would consider a side line man. State 
experience and give references in first letter. 
Address C-866, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





SALESMEN WANTED—To carry our pop- 
ular line of “Tom Boy” stitchdown shoes 
and low cuts in Iowa, Nebraska, Virginia. 
North and South Carolina, Colorado and North 
and South Dakota. Infants’ to growing girls’ 
sizes, medium prices. Active stock department. 
Seven per cent commission, no objection to non- 
—t side line. Give references in first 
letter. all line now ready. A profitable prop- 
sition for the right man. HERBST SHO 
MFG. cg. Milwaukee, Wis. 








LINE WANTED 


WANTED: Line of men’s, women’s or chil- 
dren’s shoes for Ohio. Four years’ of 
shoe selling experience and at present 
manager of shoe store. Had road experience in 
men’s clothing line. Cleveland resident. Ad- 
dress C-865, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





retail 





POPULAR priced women’s factory line for 
Detroit and lower Michigan. Can furnish 
A-1 references. Sold ladies’ line in this terri- 
tory for past seven years and headed sales 
force. Have permanent office sample room. 
Address C-850, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





WANTED REPRESENTATIVES 


With non-conflicting lines and established trade, to sell Insured 


Arch Shoes for women. 


The line carries a local advertising 


campaign for dealers—the “TRED-PRINT” PLAN. Just tested 
in Hartford, Conn., by prominent dealer, it increased sales in two 


months 51% over business done last year. 
company applications, otherwise will not be considered. 
New England, Pennsylvania and Pacific Coast now 


commission. 


References must ac- 
Liberal 


covered. This expansion program offers real opportunity with 


house established 53 years. 


C. S. GIBBON COMPANY 
54 North 4th Street, Philadelphia, Pa. 











WANTED: Young man, experienced as win- 
dow trimmer and advertising man. Good 
position with one of the largest shoe stores in 
the middle west. Address C-855, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








POSITION WANTED 


OSITION WANTED — office manager with 
shoe manufacturing concern. 10 years’ ex- 
perience, production, cost, advertising. Age, 
35, Married. Address C-842, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








Buyer or Store Manager 


Thorough shoe man desires a change. 
Age 31; married; with family. Experi- 
enced Designer and Stylist, twelve years 
shoe experience, seven as Buyer, Manager. 

Give full details in first letter. 
Address C-S58, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 











WANTED POSITION—Foreman of sticking 
room, twenty years’ experience on men’s 
and women’s fine grade shoes, can furnish best 
of references. Address C-864, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








S YOUR CHILDREN’S BUSINESS PAY- 

1NG?—My contract expires July first, young 
man twenty-eight years old, ten years’ experi- 
ence, last five as manager and buyer of chil- 
dren’s department, doing fifty thousand annually. 
I have increased present business from fifteen 
thousand to fifty thousand in five years. Will 
not consider town under fifty thousand. Address 
C-862, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








FOR LEASE 








FOR LEASE 








TO LEASE 
WOMEN’S SHOE 
DEPARTMENTS: 


In two large, successful wom- 
en’s stores on the same floor 
with high class women’s 
ready-to-wear department. 
Also two basement depart- 
ments in the same _ stores. 
Stores are of great prestige 
and highest standing for 
thirty-five years. Address 
Apollo, care of Boot and Shoe 
Recorder, 189 W. Madison 
St., Chicago, III. 

















FOR SALE 





SHOE store and machinery—clean stock, in 
Minnesota’s best Agricultural District. Brick 
building, modern living rooms above, reasonable 
rent. Established twenty-eight years. Must 
sell on account of poor health. Address, C-856, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








OR LEASE — 100% location, catering to 

women exclusively, located between Kress and 
Grants on the principal shopping street of 
El Paso, Texas. Will lease space suitable for 
shoes or hosiery. Same can be had on T- 
cen of sales basis. Address THE SILK 
SHOP, Inc., El Paso, Texas. 





LEOPOLD ADLER Department Store, Sa- 
vannah, Ga. Largest store in city of hundred 
thousand population.. Ladies’ and _ children’s 
department on main floor and balcony, low 
priced shoe department in basement and will 
install men’s shoe department in separate men’s 
store on main floor. These departments can be 
leased by one concern or individually. Com- 
municate to Savannah, Ga. 





EN’S Shoe Department, Leopold Adler De- 

partment Store, Savannah, Ga, will install 
a men’s shoe department in their newly enlarged 
men’s store on street floor which will be 
ready this October. This. department is for 
lease. Communicate to Savannah, Ga. 


FOR RENT 


TORE room, 26 by 75, for rent. Suitable 
for ladies’ specialty shoe store. Location 1 
per cent. For particulars, write STERN BROS., 

y E. Market Square, Williamsport, Pa. 











EMPLOYMENT SERVICE 








A thoroughly organized service, highly 
specialized office, established te assist the 
employer to find the trained office, sales or 
factory executive. Alse te help qualified 
men and women lecate the particular pesi- 


tien they desire. 
CO te employers without charge! 


service 
PETERS EMPLOYMENT SERVICE 
31 State St., on™ Mass. 
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STORE SUPPLIES 


WANTED TO PURCHASE 


GLASS EYES 








DHE OSCAR ONKEN | ee) 


Display Fixtures of Quatity 


¥ IN WOOD ONLY, BUT IN MANY PERIODS ¥ 


Catalog 
Department 
Store Catalog 
Window oe 
Fixtures Chairs and 
Fitting 


Fixtures Stools 
ith 
satel 

















Check [| Here 


Check the One You Want 


ONKEN 


Our new 
catalogs 


We want your busi- 
ness on our new 
Display Fixtures. 
Fixtures that will 
make real salesmen 
of your show win- 
dows. 

Ist. Check the one 
you want. 
2nd. Pin to your 
letterhead. 
8rd. And mail at 
once to— 


The Oscar Onken Co. 


611 West 4th St., Cincinnati, O. 











A SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES A 


One of the Two Best Lines Made 


CINCINNATI, QO. 








SERVICEABLE 


Sturdy metal construc- 
tion. Wood seat. Good 
grade rubber foot rest. Write for 
catalog showing styles and prices. 


The Chicago Wire Chair Co. 





HIGHEST CASH ay PAID 
pd entire shoe stocks. buy your 

lus or slow sellers. Quathtin no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corres- 
pondence confidential. Established 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase clothing, hats, erg | 
goods, etc. Dry Dock 035: 





GLASS EYES 


For Bunny - Kitten, 
Children Slippers and 
ether decorative pur- 
poses. 

G. SCHOEPFER 
16-18 W. 36th St. 





Bunny Eyes NEW YORK 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y¥. 
Phone Spring 1443 














Sell Us Your Left Over 


New Yorse Export Purcnasine Coap. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








MERCHANT NEEDS 




















STORE SUPPLIES 




















612 No. LaSalle St., Chicago, IIl. 





USTABLISHED 


LABE LS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


Eee 


263-27) LEXINGTON AVE, BRODKLYN. N¥ 
AMERICA’S CREATEST 
SHOE CARTON @& LABEL MICS 





Milbradt 
Ladders 


os} made for 40 years 
=| by the original in- 
=| ventors. 
7 Made in all styles 
=q to suit any shelving 
=4 condition. 


4 Get our price before 
i placing your order 


Milbradt 
Manufacturing Co. 





2416 No. 10th Street 
ST. LOUIS, MO. | 











Recorder Ads 


: 
: 


Attract 


Good 
Men 


Edgewood Shoe Factories of 
Atlanta, Ga., write us as fol- 
lows: “Our last ad (in the 
Boot and Shoe Recorder) for 
national salesmen brought us 
the most representative applica- 
tions we have ever received. 
From them we have practically 
filled our requirements.” 


Recorder Classified Advs. Carry 
Far and Hit Hard! 


" ISEGALLé SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 
ARE BUSINESS GETTERS 
» SEND FOR CATALOG 


| 


C7 N= 3 3 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-39 W 3S4TsST. Nie 
Phone WISCONSIN BI30 





a a re i i i 


iden... | 
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Repair Men Urged to Grade Up 


Must Hold the Public’s Confidence, Say Speakers at 


Convention of Finders in Louisville 


HE 1927 meeting of the Na- 
] tional Leather and Shoe Find- 
ers’ Association held in Louis- 
ville, Ky., last week, will go down in 
the history of the organization as 
one of the largest and most enthusi- 
astically attended conventions ever 
held by the leather men of the nation. 
George N. Bosler, chairman of the 
Louisville committee, assisted by 
H. L. Raus, treasurer, David Lip- 
schutz, secretary, and the chairmen 
and members of special committees 
were awarded a rising vote of thanks 
and appreciation of their efforts. 
The convention opened at 2 o’clock 
Monday afternoon with George N. 
Bosler making the address of wel- 
come to Louisville on behalf of the 
local membership and the city. 
President Williarn H. Potts of 
Dallas, then delivered his message, 
saying in part: 


S¢POHE public must receive qual- 
ity service and we must recog- 
nize the importance of inspiring the 
confidence and patronage of the shoe- 
builders whose ideals of service are 
high and who are intent on meeting 
the public’s demands. We must also 
recognize that our success is depen- 
dent upon the public and not on the 
repairer in the final analysis. The 
public knows nothing of the jobber 
and has no interest in him. To the 
tanners present I warn you that you 
might as well try to sell leather to a 
given shoe factory through its fac- 
tory watchman as to attempt to in- 
crease the consumption of leather 
merely by selling it to the jobber. 
The jobber can only seli leather to 
the shoe rebuilders in proportion to 
the public confidence in and patron- 
age of these ‘shoe repairers. It is 
only possible to increase the con- 
sumption of leather findings by im- 
proving service rendered to the pub- 
lic. And this subject justifies un- 
limited advertising because we can 
think of no betetr means of serving 
the public and increasing sales.” 
Other speakers were Joseph P. 
Dunn, Denver; Adolph M. Diez, St. 
Louis; J. W. Keystone, Jr., San 
Francisco; A. M. Powers, Jackson- 
ville; Robert E. Clark, St. Louis; 
Peter Nutz, Indianapolis; George A. 
Knapp and A. V. Fingulin, both of 
St. Louis, who are secretary and 








Officers Elected at Louisville 
Meeting 


President William H. Potts, Dallas, 
reelected unanimously; first vice- 
president, Joseph P. Dunn, reelected; 
second vice-president, George N. 
Bosler, Louisville, to succeed Adolph 
M. Diez of St. Louis; third vice- 
president, H. Goodman, Chattanooga, 
Tenn.; fourth vice-president, W. N. 
Hinkley, Fort Worth, Texas; Nation- 
al Councillor to the United States 
Chamber of Commerce, Norman P. 
Shaffer of Chicago; treasurer, Peter 
Nutz, Indianapolis, reelected; secre- 
tary-director, George A. Knapp, St. 
Louis, reelected; and assistant secre- 
tary-director, A. V. Fingulin, St. 
Louis, reelected. 








assistant secretary respectively. 

A general discussion followed 
Secretary Knapp’s report in which 
he advocated reforms for the asso- 
ciation which included a fight against 
price cutting and other unethical 
practices. 

The meeting then adjourned, the 
men having lunch at the Brown Hotel 
when the women were entertained at 
The Tyler after which they played 
bridge. A boat ride up the Ohio 
held first place on the Tuesday night 
program of entertainment when sev- 
eral hundred guests danced on The 
America. 


OSEPH H. DEACON on “Cost of 
Doing Business in the Jobbers’ 

Unit” was the principal speaker at 
the Wednesday session, saying in 
part: 

“Losses are often confused with 
profits from a misunderstanding of 
what profits are. The profit which 
a business makes cannot be figured 
until every expense in connection 
with the project has been paid. There 
is probably no better source from 
which to get your actual cost of 
doing business, than your income tax 
report, as you have most likely listed 
all the bad news in this report. Here 
you will find an account of salaries 
paid, rent, interest, light, heat, trans- 
portation, insurance, taxes, deprecia- 


tion, bad debts, repairs, advertising 
and other expenses. The income ta« 
report has not been an unmixed evil 
as it has been of real value in teach- 
ing business men better accounting 
methods.” 

E. M. Burgess, Manager of Sales 
for the Atlas Tack Corporation, 
Fairhaven, Mass., and others spoke 
of the problems that confront the 
manufacturers’ unit. 

A. V. Fingulin, St. Louis, assistant 
secretary and director of the Tarde 
Promotion Bureau of the association 
spoke at the Thursday morning ses- 
sion saying in part: 


S6Q\TANDARDS of shoe repair 

shops of the United States 
have been_ considerably raised 
through the educational program 
of the National Leather and 
Shoe Finders’ Association. The 
‘quality-guarantee’ plan which this 
association is fostering is impressing 
upon the re-builder that he must 
never forget that the public is boss, 
and, unless the repairer uses the best 
materials, does the best of work and 
in every way gives the public a 
square deal he cannot hope to pro- 
gress. Cooperative advertising and 
campaigns by shoe rebuilders in 
various cities, is the most satisfying 
plan for all concerned.” 

Women guests visited the Brainard 
Lemon Silver Gallery after which 
they rejoined the men at the Brown 
Hotel and went by motor to historic 
Churchill Downs where they had 
lunch on the veranda of the club 
house and remained through the 
afternoon for the racing program 
which included the National Leather 
and Shoe Finders’ Handicap, a purse 
race of $1,600 which was won by 
Mary Jane, with Yeddo, a daughter 
of Man o’ War, second, and Fair Play 
third. Thursday night was _ the 
scene of the annual banquet which 
was one of the most brilliant affairs 
ever held in connection with a con- 
vention in Louisville. J. George 
Rush acted as toastmaster. 

A vote was taken on the city to 
entertain the 1928 assembly and 
Denver was chosen. Addresses were 
made by Tandy Ellis, former adju- 
tant general of Kentucky, and by 
Richard M. Bean, president of the 
Louisville National Bank. 
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you will find 
in the 


Boot and Shoe 
Recorder 


66, F you want the summer to pass 

quickly, give a ninety-day note 
the first of June,” is what a national 
writer says, and he thereby gives us 
a keynote for the greatest little les- 
son in finance we have ever pre- 
sented. He also gives this fine piece 
of advice: “Be sure you are going to 
have the money in the bank to pay 
for the goods when the bill comes 
due.” Many a merchant gets an 
overchoked stock by “long terms” and 
“datings.” We serve the merchant 
best when we caution him to keep 
his business under his own control. 


OTHING is so slow in changing 

as the terminology used in the 
trade. Shoes are termed “little 
gents” and “youths” long after the 
withdrawal of those terms in public 
use. When the juvenile classifica- 
tions “misses’ and growing girls’ ” 
shoes were changed to “junior miss” 
and misses, they met with instantan- 
eous response. The trade was happy 
to forget the old terminology. We 
throw another limbo next week. 
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When Henty VIII Reigned Over England 


URING the sixteenth century a broad-toed shoe called 

at the ‘‘slashed toe Duckbill’’ became popular throughout Today, footwear styles 
~~ Europe. Duckbill shoes with toes of eight and ten inches in seins ae 
width oe: quite common. Legisletion finally. frolabited 











the comfort sought” 
by the wearers of the 
Duckbill shoe is always 
present if the shoe is 


ee ee wa ease a ples at aa PGacipoed with Colastis 
; =? | ~The Quality Box Toe. 



























Ds 
4 IL CUP US. a heer 


MEMBER of the National Cotton 
Manufacturers Association made 
this remark in a speech at the May conven- 


tion: 


“Gentlemen: In the past the wool of one 
sheep was necessary to dress a woman. Now 


17? 


one silk worm will do it 


In hosiery and fabrics this is the Cobweb Age. 
Never have merchants had better opportunity 
to make it the Golden Age of Hosiery. 
For nothing has ever charmed dollars so 
swiftly from women’s purses as sheer gossamer 
with a new beauty. And a pair of thistle- 
down stockings, worn out in an evening’s 


dancing, re-creates its own rich market. 








[7's getting a little trite to say that “six mil- 

lion women will see the advertisement at the 
right”—although, since six million wi// see it, we 
might as well mention the fact. But what we 
would like to call to your attention especially 
is the rather unusual popularity of the numbers 
illustrated there. Gordon V-line, Gordon 
Shadow Clocks and Gordon No. 525 are sell- 
ing both on Main Street and on Fifth Avenue 
—and selling amazingly in both cases. No 
wonder: there’s nothing else like them any- 


where. 


BROWN DURRELL COMPANY 
11 West 19th Street, New York. 
104 Kingston Street, Boston. 


ordow 
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IRON CLAD 


No. 496 is of Pure Silk, Ray- 
on and Mercerized Yarn knit- 
ted into the latest two color 
combination Vertical Stripe 
Vogue. Four Ply Heels and 
Toes assure satisfactory wear 
at the Danger Points. 
Grey 
Sand 


Poudre Blue 
Tan Bark 


IMMEDIATE DELIVERY 
In sizes 9 to 12 
$4.00 doz. 

Order a sample dozen TODAY. 


Cooper, Wells & 


Company 
250 Broad St., St. Joseph, Mich. 


Mills at Albany, Ala., and 
St. Joseph, Mich. 
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SMOKING OUT DOLLARS 


ina movie town 


Gold, 


EMARKABLE 


the sales of men’s hosiery 


increases in 


have been effected by a novel 
plan worked out in the Innes Shoe 
Stores of Los Angeles. 

It has been the practice of these 
stores to put men customers at their 
ease by placing within reach a smok- 
ing stand with the best brands of 
cigarettes. 

The cigarettes and conveniences 
are on a small table together with 
the ar- 
rival of a new customer the table is 


several sample hose. On 
placed nearby and within the cus- 
\s the 
shoe-fitting progresses the socks 


tomer’s range of vision. 
are constantly impressing them- 
selves on the customer’s con- 
sciousness. At the conclusion of 
the shoe sale the salesman care- 
fully selects a suitable stocking 
and presents it in the shoe. 

“That’s a pleasing com- 
he remarks with 
a rising inflection. 


bination ?” 


The customer must neces- 
sarily answer in the affirma- 
tive or be rude; and there- 
with the salesman begins a 
tactful approach to the sub- 
ject of new hosiery. 


He escorts the customer to 


ITosiery and Shoe Store Accessories 


the hosiery department and intro- 
duces him to Miss Blank, saying: 
“Will you please show Mr. So-and- 
So the latest patterns in our Number 
One Group?” 
This reference to certain groups 
course, code, and tells the 
hosiery clerk the grade of 
which the customer has bought. 


is, of 


shoe 


The salesman may also mention 


the customer's desire or preference 
This infor- 


of silk, lisle or woolen. 
mation obvi- 
ously helps the 
hosiery clerk \ 
to avoid un- 
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TreZur and Roman Stripe 
Full Fashioned Silk Hosiery 


TREZUR 
SILK HOSIERY 


The complete line of TreZur silk 
hosiery includes both square and 
pointed heels, priced to suit every 
call that'a live department has for 
silk stockings. There are twelve 
styles, from service weights to the 
finest sheers, which are made in 
all seasonable shades and carried 
in stock for immediate delivery. 


of Interost. 
to Buyers 


of Fosion 





ROMAN STRIPE 
HOSIERY 


We are selling direct from the 
mill the well known Roman Stripe 
hosiery, which consists of three of 
the most popular sellers in any 
hosiery shop. Extra fine gauge 
pure thread silk hosiery made by 
the latest methods in_ hosiery 
manufacture. Boxed in the at- 
tractive Roman Stripe packing, 
this line of merchandise offers un- 
usual profit to every retailer. 


SPECIAL NOTICE 


We have just printed a folder giving full details of both 
our pointed and square heel styles, and we will be glad 
to mail copies of this to interested merchants. The prices 
which we ask for TreZur and Roman Stripe hosiery 
herald a new day in full fashioned values. 


COMBINE HOSIERY CORPORATION 
1107 BROADWAY, NEW YORK 
(See back cover) 
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necessary delay in presenting the 
It also 
avoids of the 
customer, for men are quick buy- 
ers. They dislike delay in present- 
ing merchandise. 

It is plain that psychology plays a 
large part in bringing the customer 


numbers. 
irritation 


most saleable 


possible 


to a hosiery sale. Every 
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ers. Their Pasadena and Holly- 
wood stores also have established a 
fine hosiery trade in both men’s and 
women’s. 

Mr. Haley has found that many 
articles other than hosiery sell freely 
if properly presented. Success with 
accessories is measured by the care 
and interest with which sales people 
maketheirapproach. Among the most 


salesman is required to fee 

study his customer J /> successful items are shoe 
while he fits and sells / / \ trees. Following the shoe 
shoes. He can then | vy | a x S sale, the logical argu- 







phrase his approach in 
accordance with his ob- 
servations. 

Mr. Haley says, 
in part: ‘Never 
give a customer 
the opportunity to 
say that he has a 
lot of hose at 
home. Never ask 
him if he is inter- 
ested in hose. The 
latter question 
most usually results in a negative 
answer, and a determined negative 
an insurmountable obstacle to 
further selling. To avoid such a 
situation we make our first approach 
to hosiery very carefully, and in 
such a manner that an affirmative 
answer must result.” 

It is decidedly interesting to note 
that hosiery sales increased three 


strongly to the 


1S 


hundred per cent in the Innes Stores 
after Mr. Haley’s plan went into 
effect. Today their downstairs store 
on Broadway sells tremendous 
quantities of hose to its men custom- 


Hosiery and Shoe Store Accessories 


Novelty knee clocks which appeal 


fondness for illustration 


ment that shoe trees 
soon pay for 
themselves by the 
preservation of 
the shoes and in 
saving excessive 
wear on hose usu- 
ally arouses inter- 
est. 

Shoes that dry 
without trees soon 


American i , 
develop cracks 


great 


and rough spots 
on the innersole. The effect of these 
rough edges on delicate hose is im- 
mediately apparent. 
Many other articles can be profit- 
ably brought to the attention of the 
Garters 
a man’s 


man who buys good shoes. 
are excellent sellers. In 
mind they have a natural association 
with hosiery. Puttees, riding-boots, 
spurs, leather novelties and many 
other articles are rapidly becoming 
an important part of the hosiery de- 
partment stock. If tactful, a sales 
woman can show many of these 
without appearing to force a sale. 












The Fleur-de-lys, with all its 
tradition for beauty, comes to 
grace the heel of K-T-C Silk 
Hosiery, and lend its subtle 
touch of refinement to the ankle 
of the American Woman. This 
highly 
in the manufacture of Ameri- 
can Silk Hosiery is probably 
the greatest forward step of 
our time, in the silk hosiery 
business. The  Fleur-de-lys 
Heel has everlasting 


technical achievement 





The Fleurade=lyo HEEL 


Beautifies and Glorifies the Ankle of the American Girl 


No. 9l1l1—a Pure Dye all-silk 
chiffon stocking, with interlined 
lisle top and sole, featuring the 
Fleur-de-lys solid Silk Heel. 
Fully protected by Patent 
Rights. A Quality stocking— 
price $22.75 per dozen. Sug- 
gested retail price $3.00 a pair. 
September Ist delivery. Place 
your orders NOW! 


COLORS—Black, White, Gun 
Metal, Gun Metal Beige, Flesh, 
Shell Grey, Seine, Pas- 


tel Parchment, French 


style. It belongs a K-T-C| 


the Ages. Tan, Des Gris, Parch- 


ment. 


KRUEGER-TOBIN CO., Inc. 


15 East 30th S:reet, New York City 
STYLE ORIGINATORS AND SPORTS HOSE CREATORS 


REG. U. S. PAT. OFF. 
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AFTER COLORED HEELS ~ WHAT ? 
we 


STUTE 


are looking 


hosiery experts 
around for 
something to follow the 
Not that the colored 


heel is waning, but there are signs 


ct ric red heel. 


and portents that it probably will 
reach the height of its popularity this 
summer and the “wise ones” are 
looking for something new to intro- 
duce in its place, as the big flash to 
catch the popular fancy. Gun-metal 
with the black heel has reached a 
position that may be called staple, or 
semi-staple. There is every assur- 
ance that it: will be worn by well 
dressed women and those not so well 
fall. White with the 


black heel is a good bet for the sum- 


dressed next 


mer months, and white with a tan 
heel is very much in the picture as a 
hot weather stocking. But next fall? 
That’s a hard question to answer. 
The fact that colored heels have hit 
the bargain counter in some of the 
larger cities is significant. 

At least two new heel develop- 
ments are on the market now, or 
soon will be. One is the Fleur-de- 
illustrated elsewhere in 
The other is a jagged 


Lis heel, 
this issue. 
now in 
Neither 
are colored or contrasting heels, in 
the strict but both 
most pleasing appearance to recom- 


jacquard effect which is 


process of development. 
have a 


sense, 


mend them. 


Hosiery and Shoe Store Accessories 


Darker tones in colors will come 
into vogue with the passing of sum- 
mer. Few producers have yet de- 
cided on their full line of fall colors. 
The darker tones of brown in cos- 
tumes give a lead toward the darker 
heige and nude shades for the com- 
ing season. There is even some 
talk of a stronger demand for black, 
particularly in the sheer and semi- 
sheer hosiery. For those who can 
wear them, the sheerest of sheers 
are the thing, and will continue to 
lead in smartness. The fact is, how- 
ever, that blemishes on many women 
prevent their wearing the two and 
three strand hosiery in the upper 
40 gages, so the semi-sheer, or semi- 
service which seem to be about the 
same thing is rapidly becoming the 
big volume seller. 


N any reference to coming ho- 
siery fashions, a word or two on 
Mesh 
with really 


mesh stockings is not amiss. 


hose have been “it” 
Their 


Now 


that they are being made in this 


smart women for some time. 


high price was one reason. 


country at more modest prices, they 
are becoming more popular. Watch 
for a strong movement in mesh 
hosiery in the late summer and early 
fall. 


the darker shades, gun-metal, par- 


They are exceedingly smart in 


ticularly. 
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EN are developing a 
growing appreciation of 
quality and good taste in 
hosiery. Not that men have not long 
admired the tastefully clad ankles of 
The new admira- 
Manu- 


the opposite sex. 
tion is for their own ankles. 
facturers, importers and distributors 


The newest in embroidered 


fashioned, French-made half hose. 


of high quality half hose and golf 
stockings all report record breaking 
business, not on their lowest priced 
numbers, but on those models that 
are close to the top of the line in 
price. 

This doesn’t mean that there ts no 
place for cheap hosiery. A _ con- 
siderable portion of the public may 
always be expected to buy “price.” 
3ut the “trading-up” movement in 
men’s hosiery is definitely under 
way. The man who paid $1 for his 


MEN GETTING ANKLE WISE 
te 
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hosiery last year, can be worked up 
to $1.50 or even $2.00 a pair this 
year, in the experience of leading 
retail merchants. 

For this reason it looks as if the 








coming fall and winter season will 





see a much larger volume of fine 
wool and silk and wool half hose 












t 

P 

1 

t 

clocks on plain lisle, full- 
Courtesy, H. Jaquin ( 


sold than ever before. The silk and 
wool numbers, of course, are the 
precious gems of the half hose field. 
The newest patterns for fall are 
developed in beautiful soft autumnal 
colorings, with patterns that are 
decidedly artistic. The merely loud 
and colorful hose has had its day in 
the high-grade field. Solid colors 
with hand-embroidered clocks, 
woven in stripes, 
even the diamond pattern are good. 
The colors, however, are subdued. 


jacquard or 
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RUTH MARTIN 


Hosiery Woman 


GETTING SHOE CUSTOMERS TO THE 
HOSIERY DEPARTMENT 


6é HAT can be 

done to per- 

suade these 
people to buy their stockings here?” 
Ruth saw most of the shoe custom- 
ers pass out of the store without 
buying stockings. Yet among them 
she must find her stocking custom- 
ers. How? 

The point of contact was obvious. 
The exponent of the Martin ideals— 
the salesman. She must find a way 
to get salesmen to bring their shoe 
customers to the Stocking Depart- 
ment. 

The nub of her problem was how 
to win their serious, enthusiastic and 
habitual cooperation. Morally and 
ethically they might be expected to 
cooperate out of a sense of loyalty 
to the store and to its interests. But 
Ruth believed that practical coopera- 
tion would come only when asso- 
ciated with the salesmen’s own in- 
terests. It must be made to mean 
money in their pockets. 

Thoughtfully, Ruth worked out a 
plan intended to provide an equit- 
able system of rewards to all sales- 
men who might make real efforts to 
help her build up her stocking busi- 
ness. One morning she explained 
her plan to each, illustrating her 


Hosiery and Shoe Store Accessories 


BY points by referring to 
O. K. JOHNSON 


a chart she had pre- 
pared. 

“I’m willing to pay for your 
help,” she said to each man. In 
each shoe department, men’s, wo- 
men’s and children’s, there will be 
three prizes every month—five, 
three and two dollars—for sales- 
men bringing to this department the 
largest number of folks who buy 
hosiery here before leaving the store. 
Every three months there will be 
a special prize of fifteen dollars for 
the salesman who has made the best 
record for the period of thirteen 
weeks—and an extra prize of fifteen 
dollars for the salesman whose co- 
operation has meant the largest 
volume of hosiery sales. I shall 
cover two points in the record—the 
number of customers you bring to 
this counter, and the amount of their 
hosiery purchases in dollars and 
cents. 

“This chart will be kept posted on 
the bulletin board. It will record 
the standing of every man each 
week, At the end of each month, 
and at the end of every thirteen 
weeks, the totals will determine the 
prize winners. You see, if you 


could head the list through the year, 
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you would add one hundred and 
eighty dollars to your salary. So, 
you see, my plan means worthwhile 
money to the men who help con- 
sistently to build up our stocking 
business. 

“Whenever stockings are bought 
by a customer you bring to this 
counter, your name will be placed 
on the sales ticket and your record 
will be tabulated every week and 


All but two salesmen had entries to 
their credit. How many folks had 
been introduced to the stocking de- 
partment by senior and junior sales- 
men alike! As week followed week. 
interest grew, increasing numbers 
of people were brought to the coun- 
ter, and the amount of their weekl\ 
purchases of stockings showed a big 
And it was noted that there 
was no slackening of the spirit o/ 


boost. 


How Ruth Martin matches hosiery to footwear 


posted on this chart. Each man’s 
standing will be determined exactly 
by what he has done. We’re begin- 
ning Monday. Are you in on this?” 

The first week’s record, when 
posted, was the center of interest. 
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and competition 
failed to win 


friendly rivalry 


among those who 
prizes. 

So Ruth Martin captured her 
hosiery market at a very nominal 


cost per customer. 
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YEAR or so ago, the shoe 
and hosiery trade talked about 
the Ankle Age. This year it is the 
Knee Age. Next year? Hip, Hip, 
Hooray. 
x * * 

“What work are you doing to- 
day?” asked the King of his three 
secretaries with the idea of giving 
his beautiful daughter’s hand to the 
one who answered best. “I am do- 
ing tomorrow’s work today,” an- 
swered one. “I am doing today’s 
work today,” came the second. Said 
the third, “Your Majesty, I haven't 
caught up yet with last month’s 
mail.” “You, then,” said the King, 
“shall have my daughter’s hand. 
I'm sick of these efficient guys any- 
how !” 

* * * 

The worst thing about a com- 
petitor is that he won't let us sleep 
in the daytime. 

* * * 


If your file copy of that advertise- 
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ment is missing, get it out of your 
competitor's file. He keeps your 
stuff better than you do. 

* * * 

Cotton stockings went out with 
the horse and carriage and silk 
hosiery entered with the motor car 
era. With New York to Paris air- 
plane flights likely to be scheduled 
like steamship sailings soon, what 
will be the next move in hosiery? 

* 

The reason it’s getting harder to 
attract people's attention is that 
nowadays you have to wake them 
up first. 

* 

Think of the wise fellows who 
“qeren't at home” when Rocke- 
feller tricd to sell them a few shares 
in the early days. 

* kK 

Sheer hosiery is the logical result 

of sheared skirts. Don’t ye shee? 
* * * 
Am I my brother’s keeper? Yes, 


damn him. 





At the Right—Mesh stockings fo 
sport, semi-sport, and even for street 
wear are rapidly attaining popularity, 

where well-dressed women congre- At 


} 
gate. In the darker tan shades and ae 
gun metal they promise to reach a biy - 

a 


vogue this Fall. This is one of the 
newest, with a solid clock, by Lehigh 
Silk Hosiery Mills 


Above- -The newest in fancy heels, the 

Fleur de Lis. This fine gauge silk hose is 

woven on special machinery and is the most 

intricate of the new heel developments. The 

heel ts the same shade as the stocking. This 

pair is gun metal. Courtesy Krueger-Tobin 
Company 





At Lefi—White will be good this Summer. 
This simple white crépe sports dress cries 
aloud for white stockings with an inverted 
colored clock to match the touch of color 
in the woven sandals. With a plain white 
stocking and a more dressy type of white 
«shoe, the lady would be ready for the street 
or an afternoon tea. Thus a change of 
accessories makes a change in costume with- 
out changing the dress. The inverted clock 

stocking ts by Brown Durrell Company 
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At Right—The ultimate in 
smartness on the links ts 
achieved in these plain black 
and white imported wool golf 
hose by Taylor & Watson 


a acta ticamemcerar ot 
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At Left—A smart 
and correct com- 
bination. White 
silk hose with 
brown heels, 
which match the 
brown trim = on 
the white shoes 








Onyx @ Pointe 


Ofer Pan. Sept, 2 


SURS tockings 






C BIGGEST 
SELLING POINT / 
IN THE WORLD e 











White with Black 
Pointex Heel 
cA New Onyx Stocking 


Style No. 75 White 
To retail at $2.75 a pair 


The season’s most striking 
ilk stocking 



































Gotham Silk Hosiery Co., Inc. 
389 Fifth Avenue, New York 
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Why didn’t that last 


customer buy hosiery? 


GOTHAM 


GOLD STRIPE | 





{ 
Silk Stockings that Wear 


Hosiery was suggested to 
her. But her answer was 
“No.” 


Why? She wears silk stock- 
ings—more of them than shoes. 
And she must buy them some- 
where. Why didn’t she buy 


yours? 


Let’s be frank about it. Is it, 
do you think, because your 
salesman doesn’t know his 
hosiery as well as he does his 
shoes? 


Suppose he had said, “Here’s 
a silk stocking famous for its 
wear and equally so for its 
beauty. It’s a Gotham Gold 
Stripe—that thin pencil line 
you see is the Gold Stripe; no 
run that starts above can pass 
it. Sandust is a new color that 
harmonizes with your shoes; 
it’s a practical color, too, 
because it can be worn with any 
of the tan family. 


“We try to be as careful in 
selling stockings as we are in 
shoes—half a size may make 
the difference between comfort 
and long wear, or discomfort 
and short wear. 


“There’s something else I 
want to tell you about these 
Gotham Gold Stripe Silk Stock- 
ings; if there is an accidental 
injury we can have it repaired 
at cost and also if you want a 
special shade we'll be glad to 
dye it, free. 


“This stocking is a new 
chiffon, that has just come in; 
the price is $1.75. We have 
other styles at $1.85, $1.95 and 
$2.50.” 


And there’s even more than 
that, that can be said about 
Gotham Gold Stripe Silk Stock- 


ings. 


Cw 


Gotham Silk Hosiery Co. inc. 


MANUFACTURERS 


389 Fifth Ave. 


New York 


MILLS: PHILADELPHIA, DOVER, WHARTON 
PASSAIC AND NEW YORK 
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"EVERWEAR— EVERYWHERE” 
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Guarding the Hosiery Source 
Develops Shoe Sales 


/ HE hosiery department that actually brings shoe sales is far more 
than hosiery in boxes. It is the tangible representative of the ideals of 
whatever mills made the hose. 

Thus the Everwear line represents Everwear’s fine loyalty to your interest 
through protecting the line you offer your customers. 

The business building ability of this is already proven. Over a score and 
more of years, protecting the very source of extra shoe sales has con 
tributed to the success of shoe merchants located from coast to coast. 
Why not put the protection of the Everwear Mills behind your hosiery 
counters, too? Ask the Everwear salesman about it, or wire us your 
intentions. 


THE EVERWEAR HOSIERY COMPANY 


Pioneer Makers of Quality Hosiery for Women, Men and Children 


MILWAUKEE WISCONSIN 
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IT’S A KNEE AGE 





HAPELY or 
ill formed, 
thin or 


plump, 
rounded or knob- 


mth Regen 
9 A Them fan a 
Beaute nn by Shee o the 


nicely 





Thousands of Cincumnati Knees Have Demanded 
a Longer and Finer Silk Stocking — 


$] D5 zs 


3 prs. $5.50 


Fervt Fleer Shep Hesery 


place. Gradually 
skirts grew short- 
er, and the silk 
part of stockings 
to 


walk on hererogs wilke we 

A protected 
oy guard—J2 best 
colers— 


grew longer, 








by, knees are IT. 
This is the “Knee 
Age,” anyone, 
who is not blind, 


this ad from 


as Company, 


can readily see. Maybe Ann Pen- 
nington, whose knees are her for- 
tune, started it. Perhaps it was the 
logical development of the short 
skirt, but regardless of the impulse, 
the modern young woman, and a big 
percentage of those not so young, 
are showing their knees for the 
whole wide world to admire—or 
laugh at. 

When skirts first peeped above 
the ankle line, ankles came in for 
adornment. That was what started 
the craze for silk hosiery in the first 
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Knees are exploited to the full in 
the Smith-Kasson 


keep pace with the 
skirts. Last year 
the cry in hosiery 
was “silk to the 
Already that slogan has gone 
“silk all 


Cincinnati 


knee.” 
The cry now is 
the way up,” and many merchants 
are wondering how far is “up.” 

It was Sir Thomas Lipton, that 
wind-bronzed, salty sportsman, who 
knows tea as a business, yachting as 
a sport, and, apparently, pretty 
women as a recreation, who re- 
marked not so long ago that “when 
women pay 30 shillings for a pair 
of stockings, I think they are en- 
titled to show at least 29 shillings 
and 6 pence worth.” Whether by 


into limbo. 

















Immediate 
Delivery 





Style No. 1011, 
Rayon over lisle. 
Many 2 color 
combinations. 














Style No. 1001, 
Rayon over lisle. 
Wide range in 4 
color combi- 
nations, 


Summer Patterns That Blend 
With Summer Suiting Fabrics 





Made the proper weight so 
that patterns appear as sharp 
and clear on the foot as when a ds ala 
displayed in the box. a, aistine 


tive woven in 
: clox pattern. 
Retail for one dollar. a 


bination. 






Hirner Hosiery Co. 
ALLENTOWN, PA. 


New Work, N. Y. Office: 468 4th Avenue. 

Philadelphia, Pa. Office: R. H. Auecott, 
Queen Lane National Bank Bldg. 

Chicago, Ill. Office: Gale V, Smith, 408 S. 
Wells St. 

Cleveland, Ohio, Office: Fred A. Smith, 1426 
W. 3rd St. 
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deliberate intent or typographical 
error, one New York tabloid quoted 
the noble old sportsman as saying 
the women are entitled to show “30 
shillings and 6 pence worth.” 


At any rate, 
hosiery is now a 
good third of a 
woman’s costume, 
and the most con- 
spicuous third, at 
that. Small won- 
der, then, that as- 
tute merchants 
are capitalizing 
this fact. Refer- 
ences to the silky 
sheen of knees, to 
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vertising copy. 
“Beautiful 


WF 


The Focus. of Eashion 
is at the knee 
nee amg eee 
the hace a te the nazrow 
eqtsten, clini te qulie. 
{ Kayser Style 8S } 
Service - sheer weight. Quality 


34 smart Sprin 
Shades Oh $1.65 


Kayser- Fifth Ave.. 


qaet 








opposite Library 


Fant het ng A 





How Kayser glorifies the knee 
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the perfect fit, to the alluring at- 
tractiveness of the silken knee have 
all found their way into good ad- 
“Colorful Knees,” 
Knees,’’ 


“Flatter- 
ing to the Knee” 
are a few of the 
fine - turned 
phrases that have 
dripped from the 
of the ad 
writers. If 


pens 
you 
want to sell more 
hosiery, don’t use 
up all your adjec- 
tives on the an- 
kles. Give the 


knees a chance. 












3 Wonderful Values 


In Modern Day Full Fashioned Hosiery 























The Weberknit Company has for some time been 
making remarkable progress with the larger stores 
who must have the highest quality hosiery at the 
lowest possible prices. 


Three of our very best styles are here offered. 


Style No. 50—AII Silk, full fashioned, 5 strand, service weight 
chiffon, in 30 popular colors. Price $12.50 


Style No. 25/1 BLACK SILK HEEL—AII Silk, fine full fash- 


ioned chiffon, in the best selling and most popular shades. 


25/2 MUSCADE SILK HEEL—Same construction and color 


range. 
25/3 GUN METAL SILK HEEL—Same construction and 
color range. Price $14.00 


Style No. 40—De Luxe Picot edge all silk chiffon. Exception- 
ally fine. Following the most recent trend in colors. 


Price $16.00 


In order to avoid delay or waiting for our repre- 
sentative to call at your office, we urge you to use 
the order blank below. Samples gladly submitted. 


The Weberknit Company 


The WeberKnit Co., 1815 Bristol St., Phila., Pa. 
Gentlemen—Please ship via [J P.P., [J Ex. 


8% 9 9% 10 


List colors preferred in margin 
opposite style 

















No. 50 
No. 25/1 Hames 
No. 25/2 : ee satel lamcia td rails iene 
Street Address 
No. 25/3 ‘ 
City and State 
No. 40 
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WHERE STANDS THE SPARE? 


Prizefight Atmosphere Develops in National Debate on 


Three-to-a-Pair Idea: 


é HETHER the three to a 

pair idea in hosiery is to be- 
come the snake’s hips in hosiery 
or whether it is “one of these 
things,” a flashing meteor across 
the sky of the stocking trade 
that will cool all too quickly, is the 
question before the house for dis- 
cussion. And, s’help me, there is 
plenty of discussion. If all the 
words that have been spilled on ihis 
topic were placed end to 
end, as most of them were 
they'd run from  Port- 
land, Me., to Portland, 
Ore., and slop down into 
Florida and Arizona, 
which they have. Say 
“Three to a Pair” to the 
average hosiery manufac- 
turer, jobber or retailer 
and he launches forth. 
Words, he says, and lots 
of them. Some of them 
mean something and some 
don’t. Some people are 
getting real mad about the 
We have iv,m a 


shades. 


subject too. 
tried to look on the thing 
dispassionately. We’re 
neither boosting the game 
nor condemning it, and if 
you fellows who have 
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She Has a Spare 


Ohi Dear! She Cried. Look! A 
run in my stocking. 


But I'll not be late for the 
dance for | have a “SPARE.” 


A Pair and a Spare 
(3 single hose) 


$2.35 


Sheer chiffons ... perfect qual- 
the new Spring 


BUY YOUR HOSIERY 
IN THIS NOVEL AND 
ECONOMICAL WAY 


—_ 
720 CONGRESS AVE 


You May Have Your Say 


ideas on the subject want to see them 
in print, write out your thoughts 
use a typewriter though, as our eyes 
aren’t as good as they once were 
and send them along to us. We'll 
print them, if they aren’t too long 
and too profane. 

Just to start this nice little scrap 
we are showing you here how one 
store down in Texas is exploiting 
the three to a pair idea, and doing a 
mighty good job of it too. 
This store also ran another 
ad which showed a smart 
looking pair of legs and 
off into one corner, a little 
drawing of the fag end 
of a Rolls-Royce, or may- 
be it was a Lincoln (there 
free ads and 
neither will come 
across), with a nice big 


are two 


one 


juicy balloon spare on the 
rear, 

This three to a pair idea 
certainly does give the ad 
boys a chance to do their 
And 


you 


yes. 


have 


stuff. O, my 
by the 
noticed that the advertis- 
drawing 


way, 


ing artists are 
better looking legs than 
ever before? 

(Continued on page 112) 











doir is justly popu 
lar, for it really is 
a convenience 
















Newest 
Self Color 
DELITE HEEL 















| This soft traveling 
| bag for evening slip- 
| pers fills an acute 
need and ts not dear 








A Brand New 
Heel Design 
$16.00 


All the newest colors 
Immediate deliveries touched by these 





Man’s love of com- 
fort at his bath is 


woven rafia slippers 
lined with Turkish 
toweling 


Send orders to 


ROSENHAIN 


COMPANY, INC. 
220 Fifth Ave., New York 
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The long - handled 
horn for the bou- 












handled 
he bou- 
ly popu 
really is 
licence 


The newest shape in 
handbags, as shown in 
Paris, is here devel- 
oped in real crocodile 





com- 
h is 
these 
bpers 
rkish 


Boutonnieres of 
lizard and many 
other leathers are 
seen in the smart- 
est shops. Fastidi- 
ous women approve 
them for complet- 
ing the ensemble 








DE S}HOSIERY 





Hand - decorated 
trees, although 
far from new, 
find a_ constant 
sale. They should 
be considered a 


staple in theacces- | 


sory department 
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sells for 


ONE DOLLAR 
[Ay . 
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No. 100—$7.75 per dozen 
Service Weight—All Colors 
4-Inch Garter Welt 
IMMEDIATE DELIVERY 
SEND SAMPLE ORDER 
AND SAVE TIME 


J. R. BEATON Co., INC. 


468 FourtH Ave., New York 





CHICAGO BOSTON 
227 W. Jackson Blvd. 99 Chauncy Street 
ATLANTA SEATTLE 


T 
246 Peachtree Arcade Terminal Sales Bldg. 
SAN FRANCISCO 


133 Kearny Street 














HOLLYwoop 


Full Fashioned Hose 


Hollywood full fashion hose 
special for June, Style No. 717, 
service weight silk all the way 
to the top, to retail for $1.85. A 
real fine value. 


“Toewear” children’s hose 
special for June, Style No. 1079. 
A fancy top rayon half sock to 
retail for 25c. per pair—sizes 4 to 
8% —colors Toast, Champagne, 
Pink, Romper Blue, Sea Spray, 
Peach, Grey, Bluette, Rose- 
marie, Orchid, Maize, Black, and 
White. We will gladly send sam- 
ple shipments. Please write us. 


TOEWEAR HOSIERY, INC. 
NORRISTOWN, PENNA. 








Hosiery Market Talk 


The Merger Again 
the official 
nouncements of the big merger in 
the hosiery trade, which was to have 
become effective June 1, was pre- 
Some last-minute hitches 


It seems even an- 


mature. 
developed, and the Lehigh Silk 
Hosiery Mills, Cambria Silk Hos- 
iery Co. and Blackwood Silk Hos- 
iery Co. withdrew from the merger 
plans. It is understood that the 
Cadet Knitting Co., the prime mov- 
er in the merger plan, will absorb 
shortly the Lansdale Silk Hosiery 
Co. and the Kraemer Hosiery Co. 


Posner Moves 


Posner Hosiery, Inc., specialists 
in children’s, juniors’, misses’ and 
boys’ hosiery, because of the rapid 
growth in business, has been com 
pelled to seek larger quarters, and 
accordingly is now located at 35 
West 19th Street, New York, a few 
doors away from the former head 
quarters. 


Re Pinless Tickets 


In the April issue of the Hosiery 
Section we published an article 
quoting H. M. Appel of the Allen 

(Continued on page 115) 
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Why Didn’t This Flapper 
Cross the Road? 


wh FLAPPER—did you say? 


Yea—a Flapper. But in the garb 
of the gay nineties the crossing of 
a street was the cause of consterna- 
tion and some palpitation in the 
breasts of the ever-observant male. 
Those were the days when drug 
stores were apothecary shops; when 
the piece goods counter was the big 
noise in a dry goods store; when 
Hosiery was called “Stockings”— 
and it wasn’t polite to talk about 
them anyway. 


Today the place to talk about 


Hosiery is every place where wom- 


en’s apparel is sold. A particularly 
good place to talk it is in the shoes 
stores where it is regarded as an 
essential element of correct foot- 
wear. 


The readers of the Boot AND 
SHOE ReEcoRDER constitute the 
most alert group of shoe mer- 
chants in the country. Their 
interest in Hosiery and their siz- 
able purchases command the 
respect of Hosiery manufacturers 
who seek to extend their market 
in a new and rich field. 


BOOT AND SHOE RECORDER PUBLISHING CO. 


Boston 


Hosiery and Shoe Store « Iecessories 


Mass. 














Size No. 6 
(Back) 





fine silk hosiery. 


P.O. Box 1523 





damage claims on fine silk hosiery— 


SALISBURY’S 
Pinless Tickets 


Leading manufacturers and hosiery merchants 
recommend this neater and safer way to tag 


Clerks and customers alike appreciate the pro- 
tection of Salisbury’s Pinless Tickets. 
Write for samples and price list. 
SALISBURY MFG. CO. 
PROVIDENCE, R. I. 


Makers of TAGS, LABELS and PIN TICKETS since 1880. 





USE 




















Size No. 2 
(Front) 


















Where Stands the Spare ? 
(Continued from page 107) 
Well, as we said before, some 
birds like this three to a pair idea 
and others just froth at the mouth 
about it. Somebody at the Rollins 
Hosiery Mills got all worked up 
over the situation and let loose with 
the following blast. We don’t in- 
dorse all he says. We've got to stay 
neutral on this thing, for you never 
can tell in this game what idea is 
going to hit the ladies in the pocket 
book and what one will leave them 
as cold as a dead fish. Here’s what 
this chap at Rollins says:* 
“We don’t believe the spare stock- 
We don’t 


ing idea is going to last. 


Boot and Shoe Recorder, June 4. 


believe it is economically sound. 
That’s why we're ‘agin’ it. 
“Newspapers and others have 
compared the space stocking with 
the two pants suit and the spare tire. 
That’s mere newspaper poppycock. 
In no sense does the spare stocking 
serve as valuable a purpose as does 
the extra pair of trousers or the 
Both of the latter are 


There is 


spare tire. 
an economy to the user. 
little or no economy in the spare 
stocking idea and we can prove it. 

“In the first place, no merchant 
under the sun can afford to sell three 
stockings to a pair unless he adds 
fifty per cent to the pair price. To 


introduce the idea a few merchants 
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have supplied spare stockings at a 
very slight increase over the cost of 
This 


simply an introductory 


the regular price of a pair. 
has been 
offer and, of course, is not one that 
can be continued. 

“For the purpose of illustration, 
let us consider a pair of stockings 
that ordinarily retails for $1.50. 
Add a third stocking to the pair 
and the price will have to be $2.25. 
Now the claim is that if a person 
buys a pair and a spare they will get 
two pairs of wear out of the three 
stockings. Let's take it for granted 
that they do get as much wear from 
a pair and a half as they get out of 
two pairs bought at different times. 
Then divide $2.25 by two and the 


price per pair if one gets two pairs 
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of wear out of three stockings is 
$1.12. 

“We contend that the economical 
thing fer a woman to do is to buy 
two pairs of a color each time she 
buys hosiery. Then she can get 
three pairs of wear out of the two 
This is not just talk. Actual 
demonstrations prove that two pairs 


pairs. 


of the same shade worn alternately, 
and laundered soon after wearing, 
will give as much wear as three 
pairs worn one pair at a time until 
each is worn out. 

“All right. 
hose cost $3. 


Two pairs of $1.50 
Assuming that three 
pairs of wear can be obtained from 
two pairs bought at the same time 
and worn alternately, let us divide 
$3 by three and we find that the cost 





trend in ornamentation. 


Samples sent 
on approval 





226 S. Fourth St. 





ALWAYS SOMETHING NEW 


— |) — 


SHOE BUCKLES 


Be it in rhinestone, cut steel or beads, we are ready to 
supply you from our complete line of fashion’s latest 





FRENCH BEADING & NOVELTY CO., Inc. 


Manufacturers and Importers 


NEW RHINESTONE 
WOOD HEELS 
IN STOCK 
$4.50 Per Pr. 
ALL SIZES 


Philadelphia 
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attractive price. 


in our own dye plant. 


facture. 


per pair is just $i which is 12%c 
less than the cost of a pair with the 
spare stocking plan. 

“That is a theoretical demonstra- 
tion you can make to your customers 
who think that they will get more 
for their money if they buy a pair 
and a spare. 

“Many of the claims made by the 
spare stocking sellers are just ordin- 
ary, plain hokum. They make a 
great point of the idea that if a 
stocking becomes splashed with mud 
a spare is available. Did you ever 
see a woman going down the street 
with just one stocking splashed ? 
She walks in the same mud with 
both feet so it is only naturdl to 
assume that if one stocking gets 
splashed so will the other one. 





Those who specialize 


Can always produce a better article at a more 


Such is the case with our full fashioned produc- 

tion, concentrated on one style only. 
Style No. 711 full fashioned 42 gauge service weight, 25 inch 
silk boot, very narrow lisle top. Twenty popular colors, produced 


Compare this stocking with any other on 
the market and you will quickly see the 
superior value of Berne methods of manu- 


he Pere Hosiery Malle 


READING, PA. 













Price $13.25 per dozen 







“A woman who attempts to fol- 
low out the spare idea will find that 
the extra stocking she carries around 
in her purse or vanity, will soon 
become worn and dirty and may 
even be snagged. She may find, 
therefore, that when she gets ready 
to put on the spare stocking it will 
be in worse shape than the one she 
has been wearing. 

“If the spare stocking is not 
laundered every time the 
stockings are washed, it soon will 
be a different shade than the laun- 
dered hosiery, with the result that 
it will not look right when worn 
with one of the stockings that has 
been washed. 

“We expect the spare stocking 
fad to die out very soon.” 


worn 





Boot and Shoe Recorder, June 4, 1927 
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Re Pinless Tickets 
(Continued from page 110) 
A Hosiery Co. on the disadvantage 
of the average pin ticket. Since 
then we have heard of many large 
retail stores which use a_ pinless 





ticket—among them being Oppen- 
heim, Collins & Co., John Wana- 
maker, Bonwit Teller & Co., Lit 
Bros., National Shirt Shops and the 
I. Miller stores, all of New York. 
The maker of these tickets is the 
Salisbury Manufacturing Co., of 
Providence, R. I. 


Pointed Heels 


Full-fashion pointed heel hosi- 
ery is being manufactured by the 
Phoenix Hosiery Co., Milwaukee, 
and the new heel hosiery is to be 


brought out for the trade shortly. 
As soon as merchandising plans for 


the new style are completed and the 
schedules for delivery worked out, 
the public will be notified of the ex- 
act nature of the new departure, ac- 
cording to John E. Fitzgibbon, vice- 
president, who is reticent to say any- 
thing about the new line. 


New Southern Plant 

Cooper, Wells & Co., manufac- 
turers of Iron Clad Hosiery for 
men, women and children, are build- 
ing a new mill at Decatur, Ala., for 
the production of nothing but full- 
fashion hosiery. Several years ago 
they established a branch mill at 
Albany, Ala., so with this new full- 
fashion hosiery mill they will have 
two mills besides the one at St. 
Joseph, Mich. 
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SOMETHING NEW IN 


BUCKLES 
For the High Grade Trade 





Platinoid Finish That Cannot 
Tarnish or Rust 


We work with you and carry out 
your ideas. 


L. ALTERSON & CO. 


Creators of Shoe Ornaments and 
Buckles 


54 W. 21st St., New York, N. Y. 














m ® 
HOSIERY BUYER 
AVAILABLE NOW 


For one shoe merchant or group, 
with headquarters New York. Young 
executive who knows what, where, 
and how to buy and merchandise. 
Fifteen years’ experience with lead- 
ing jobber. Some chain store knowl- 
edge. Excellent record and_ refer- 
ences Address C863, care et & 
Shoe Recorder, 239 W. 39th St., New 














HOSIERY BUYERS 


who wish to locate certain brands 
or who have peculiar problems to 
solve are invited to write to us. We 
are glad to act as a clearing house 
for this kind of information. Ad- 
dress your letters to Boot & Shoe 
Recorder, Hosiery Division, 239 West 
39th St., New York City. 











Ilosiery and Shoe Store Accessories 
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